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Boots? 


More than twice as many beots will be 
sold this year than were sold last year, 
and we have scarcely scratched the sur- 
face of the boot field as yet. 

—John Holden. 


REGULAR shoe business is subject to com- 
parison of sales, one year with another. What 
happens when some new element in footwear 


Many a store last winter 
What will happen this 


enters into the calculations? 
sold a goodly quantity of boots. 
coming winter? 

Is the American feminine public interested this year 
in a winter boot? That’s the big problem of the 
moment, and we lead off in this style number with the 
query : 

What are the prospects for women’s boots this fall 
and winter? A most pertinent question and one that 
many retailers are turning over in their minds at pres- 
ent. Rough estimates place the number of women’s 
boots sold last fall and winter at around 250,000 pairs. 
One factory alone turned out 78,000 pairs. As an 
indication of what some people 
think of boots this year it may be 
stated that the officials of this 
same factory are preparing to pro- 
duce 150,000 pairs this year, which, 
you must admit, is, or are “some” 
boots. Optimists claim at least a 
half million pairs of boots will be 
sold this fall and winter. 

By boots, we don’t mean the old 
fashioned high laced boot, but the 
newer type or novelty boot, which 
flashed across the shoe horizon last 
fall like a comet, but which cast a 
mighty rosy hue in some retail 
shops as it soared by. 

John (Boots) Holden, who is 


Boots? 


ootsr 


generally credited with starting the novelty boot vogue 
last fall, and who presijes over the destinies of the 


. several shoe departments in the several Oppenheim, 


Collins & Company stores throughout the country, is 
still enthusiastic over boots—more enthusiastic than 
he was last year when he placed an initial order for 
more than 1000 pairs. Altogether he sold 7000 pairs 
of “Swanky” and gore boots in the Thirty-fourth Street, 
New York, store alone. He says he will sell twice as 
many pairs this year—and he means what he says. 

Mr. Holden admits he has a couple of “new” things 
in the way of boots to spring on the New York public 
as soon as the weather gets right. Being a shrewd 
merchant he refuses to divulge details. However, he 
says that the boot development for the fall and winter, 
1928-1929, will be a glorification and refinement of the 

type of boot introduced last year. 

“The most important thing about 
a boot,” he says, “is that it must 
fit snugly around the ankle and 
must be neat. Also it must be as 
easy to slip on and off as the aver- 
age strap shoe or pump. That 
eliminates any lacing or button 
fastenings. All that remain are 
the strap fastening developed last 
year and the gore idea. Modifica- 
tions and developments of these 
will be seen in profusion, no doubt. 
I can’t see any future for the Rus- 
sian or any loose ankle type of 
boot.” 

The boot, in Mr. Holden’s opinion, 


(TURN TO PAGE 67, PLEASE] 
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MADAME 


HAMILTON JEFFRIES 
Fashion Editor 

HE power of color which perhaps has no keener 

interpreter than the French, is being felt very 

strongly in America. It has become possible to 
date to take any color we wish for our own particular 
shade and blend with harmony the entire wardrobe. 
This is not just a happening, nor is it the work of indi- 
viduals; it is the result of intense study and organized 
business. 

The American color card, and all that it implies, is 
very far reaching. Throughout France and Belgium 
the interest and demands of the American is very im- 
portant, and also it is realized that six hundred million 
American dollars is spent in France each year. It is, 
therefore, to the advantage of the French to know what 
is wanted by the American and what is the next step 
to take. 

Whether one is talking with the executive of a hosiery 
mill in Troys, or to the brocade artist at Lyon, the 
American color card is always near at hand, and very 
often consulted. The untiring work of Mrs. Margaret 
Hayden Rorke has been keenly appreciated throughout 
the continent. The American color card is a really con- 
structive and helpful service to all manufacturers of 
apparel, jewelry and other trades which have a bearing 
on the artistry of today’s manufacture. 

Dress development has decided that there will be 
just two important types of dresses in the wardrobe 
of the fashionable woman—the luxurious sports frock 
and the extreme evening gown. 
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The sports frock is many times the combination of 
the wrap-around skirt or box pleated sports type, com- 
bined with the jersey overblouse or in cases of more 
elegant frocks, angora. 

It has been decided in the garment centers that knit 
goods will sell in great volume this season. Rodier has 
been instrumental in fashioning the most exquisite 
metal and wool designs and these, when made with 
darts, cut-outs and appliques, are strikingly new. 

Many of the trims on the blouses are of modernistic 
trend of multi-color felt or crepe, and the gold and 
silver thread, sometimes invisible, runs through most 
of the wool mixtures. ' 


the is desirable to have a wool coat for all of these 
sports numbers, and when they are active sports the 
coat is usually rangy and woolly. 

Lanvin, Patou and Vionnet were very emphatic with 
their combinations of a darker coat to the lighter shade 
frock. 

The leather belt is a volume accessory for day-time, 
and it was very unusual and rather impossible to under- 
stand that figured velvet dresses would feature one of 
the smooth leather belts. 

The sports clothes also feature a braided leather belt, 
a smooth kid or calf skin or some combination of two 
or three tones of leather. 

When the Bird wing motif is employed to break the 
regularity of the sweater-blouse, usually the bel! is 
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well thought out so as to carry out the same effect. 

Imposing necklaces are being used of real stones in 
the shades of blue, rust, topaz, usually featuring a large 
puckle in the center front. 

Costume jewelry is a very big item today, and will 
have a distinct bearing on shoe buckles, as the rings, 
cigarette cases, cigarette lighters and necklaces all bear 
a very intimate relation with each other. 


$ HILE the afternoon mode is not important this 

year, it has been covered with black satin, printed 
velvets, cocoa tones of chiffon, beige, deep brown and 
green. Patou has given us two very rare blues this 
year, which have been adopted both by the French and 
the American women. Consequently the blue shoe 
sailed along with brown as a staple product and should 
be a big sales number for an indefinite period. 


EW in the market is the blue patent leather, 

also the cocoa tones. These are being featured by 
Perugia and Greco, also Scavini. These combinations 
are usually with lizard of the same tone, and the back 
and quarter are all of the patent leather piped in silver 
or gold. These shoes are excellent combinations, as they 
cover a range of colors instead of one definite tone. 
Many women are wearing the green lizard vamp and the 
gun metal quarter which has tne greenish cast, and 
when combined with the green-gray stocking it is a 
perfect complement either for the pistachio, the chart- 
reuse or the deep green tones. 

The mode of beige and brown is successfully covered 
by a light lizard vamp and the quarter of the cocoa 
patent leather. 

Rust has been shown at all of the openings as an im- 
portant color for Fall, and the shoe which seems to be 
the smartest with this is an underlay of mocha colored 
suede, and the wing tip and quarter oxford type of some 
of the red-brown calf skins. This vogue of wearing a 
sport shoe of this type, either in the mocha or white 
tones complemented with black or tan wing tips or 
quarters, seems to be universal. 


T Deauville or LeToquet the 

smart women wore nobby tweeds, 
with careless capes of the same mate- 
rial, and the shoe was always of the 
white suede or buck with wing tip or 
quarter—very striking, most unusual, 
and very stunning to the women. 

With the black satin frocks, which 
Vionnet showed with great distinction, 
black suede envelope or the flambeau 
shoe of crepe was used. Distinctive 
buckles were usually employed on the 
pump line. 

The dinner shoes and the evenirg 
shoes were of some soft fabric, with 
petitpoint embroideries in the green 
and rose tones, or extravagant buckles 
which covered the instep. Silver seemed 
to be the kid trimming which was either in bandings 
or underlays. 


The greatest 


7 HE anticipated green is here for the Winter, with 
beige and cocoa following, but there are women 
who will naturally turn to blue, and justly so, because 
any tones which Patou brings out in the openings are 
usually the smartest colors for the season. 

American manufacturers have bought clear red and 
prune tones, which will be also seen in the smart restau- 
tants. Patou forecasts for the Spring the soft, frail 


ahead—blending 
and hat colors 
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colors once more, and in Paris they are featuring gray 
for the Winter, as well as for the Spring. It is a dark, 
pleasant gray which is known as pewter gray, and the 
coats usually carry kit fox as the complement. 


NE might say after visiting all the openings in 

Paris that most all colors will be fashionable, if they 
are assembled with a thought of care and style. It is 
necessary that the gloves and the jewelry harmonize and 
the shoe to be simple, the less trimming the more fash- 
ionable. But when buckles are employed they must be 
real or left off. No ordinary buckle is good taste this 
season. 


Spring Styles Conference 
National Meeting November 12 and 13 


¢ {TH the election out of the way, the big indus- 
trial interest will be in the preparation of the 
style program for Spring and Summer, 1929. 

A joint meeting of the National Shoe Retailers’ As- 
sociation, National Boot and Shoe Manufacturers’ As- 
sociation, Tanners’ Council of America and the National 
Shoe Travelers’ Association will be held at the Hotel 
Astor, New York, on Monday and Tuesday, Nov. 12 
and 13. 

The first meeting is that of preparation of the style 
draft, which will be held under the leadership of Gor- 
don McNeil, chairman of the general styles committee 
of the N. S. R. A., on Nov. 12. 

The Tanners’ Council will exhibit the official and gen- 
eral leathers of next Spring and Summer in the display 
room adjoining the conference. The tanning concerns 
represented in the display are as follows: Agoos Kid 
Co., S. L. Agoos Tanning Co., Amalgamated Leather 
Co., William Amer Co., American Oak Leather Co., 
American Hide and Leather Co., Barnet Leather Co., 
J. S. Barnet & Sons, Barrett & Co., Bayer Bros. Leather 
Co., Hugo Brand Leather Co., Brandt 
Leather Co., C. D. Brown & Co., Castle 
Kid Co., Dimond Kid Co., John R. 
Evans & Co., Robert H. Foerderer, Inc., 
Geisman, Musliner & Brightman, Inc., 
Graton & Knight Co., Greiss-Pfleger 
Tanning Co., J. W. & A. P. Howard 
Co., Hunt-Rankin Leather Co., Hygrade 
Tanning Co., Keystone Leather Co., A. 
C. Lawrence Leather Co., G. Levor & 
Co., McNeely Co., R. Neumann & Co., 
New Castle Leather Co., Ohio Leather 
Co., Pfister & Vogel Leather Co., 
Quaker City Morocco Co., Robertson 
Leather Co., Seton Leather Co., Stand- 
ard Kid Co., Surpass Leather Co., 
Thayer-Foss Co., Albert Trostel & 
Sons Co., and Richard Young Co. 

The committee in charge of the 
leather display consists of J. J. Lyons, 
Surpass Leather Co., chairman; E. B. Earhart, Robert 
H. Foerderer, Inc.; J. W. Griess, Griess-Pfleger Tan- 
ning Co.; R. J. Mellin, A. C. Lawrence Leather Co.; 
and F. X. Wholley of the Keystone Leather Co. 
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7 big conference session, which last year num- 
bered over six hundred men and women, will be ad- 
dressed by national leaders in the fashion world, as well 
as authorities within the industry. Interest in footwear 
fashions is intense and the style program to be de- 
veloped and ddopted thus had added importance. 
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Getting More Shoes Sold Right 


Cuicaco 
189 W. Madison St. 


New “Directed” Policies 


AVE we reached the point in the shoe indus- 

try where we need a new and clear point-of- 

view? Have we been seeing footwear through blue, 

green or red glasses—the blue salesman having no 

outlook, the green salesman incompetent to the 

task, with the well-read and informed salesman 

understanding precisely the function of the mer- 

chant and the place of his product in stores that 

serve by correct selection the multilateral needs 
of a great ‘public? 

Perhaps you remember the story of three Irish- 
men working at a mortar bed in front of a build- 
ing under construction. 

A friend came along who knew them all. To 
one he said, “Pat, old boy, what are you doing 
here?” 

Pat replied, “Oh, I am just slinging this mud up 
to them good-for-nothing bricklayers.” 

Then the friend asked Jim what he was doing, 
and Jim said, “I am only working myself to death 
for $2 a day, when by right I ought to be getting 
$5.” 

Then the friend said to Mike, ““Mike, what are 
you doing?” Mike replied with a smile, “I am 
helping to build one of the finest structures this 
city ever saw, and that’s going some.” 

Do we need more pride in product and less mud- 
dle-mindedness? 

Do we know precisely where we fit in the schem 
of industry? ; 

Do we now allow everyone in the plant to have 
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a hand in designing the product and designating 
the policy of the house? 

Do we need more directional leadership and less 
rotation of responsibility? 

We think the greatest development in the shoe 
and leather industry will be made along directional] 
lines (direct route of product to merchant, after 
joint pre-determination of acceptance by the pub- 
lic). Here is a force which experience shows has 
been the greatest power in the development of in- 
dividual businesses. Can it now be made common 






























practice in the trade? (The manufacturer knowing T| 
the reasons-why of his product and going straight he 
to those merchants who can best distribute it.) as 
Less of scatteration, and more of concentration sh 
—each plant producing what it can best make, and an 
then accelerating distribution of its definite type or 
of footwear (a simplification of the product and Bu 
a multiplication of its distributors). ha 
The coming battles of business hold many vic- be 
tories for those with the right ammunition, aimed re: 
at the right target, but there is confusion ahead for the 
the manufacturer or merchant armed with one we 
hundred pop-guns. Ev 
the 

ba 

Sole Trouble Ahead clit 

XPECT a lot of trouble with shoes having J SM 
cheap soles this winter. The first snow fall ate 
melts rapidly and the slush therefrom will reveal cs 
poor sole leather quicker than anything else. der 
The demands for sole leather the world over has the 
increased with the growth of population, and there we 
is no doubt at all of the scarcity of sole leather the tior 
world over. It is the one item in the shoe that can fac 
not be cheapened, particularly for winter wear. a | 
To meet price levels there has been a tendency — 
in the sole leather market for the substitution of lot 
soft belly soles. Instead of building shoes with 
firm soles from the back of the hide, the tendency hel 
has been, because of price, to use lower grades. The 
Wax and finish oftentimes make an outer sole hav 
look better than it actually is. Water penetration had 





is naturally a winter difficulty in footwear. Some- 
times the bes‘ of shoes will leak through the welt 
and stitchings. , 

The leather chemists, in view of the world-wide 
shortage of sole leather have been holding techni- 
cal meetings to bring about better tannage. The 
chemists will be in convention in September 
consider ways and means of strengthening lighter 
weight soles, and to increase the substance thereof. 
Chemical research will do much to counterbalance 
the fact that heavy beef, with its heavy sole sub- 
stance, is on the decrease. If the world is taking 
lighter beef animals to the slaughter then th» out 
look for heavier soles is more limited. 

The increase of weight in men’s shoes has 
brought about a demand for heavier weigits of 
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soles, many of which are thoroughly plump. The 
size of the sole, therefore, is not positive proof of 
its water penetrability. The quality of the sole is 
the index of its winter usefulness. 

We, therefore, give this caution prior to the gen- 
eral purchase of mid-winter shoes. 


Stop “Blunder” Losses 


’ HO pays for all the mistakes? It costs some- 

one a pretty penny in the course of a year. 
This happened to a shoe merchant in one day: He 
had ordered some printed matter—one gross. He 
asked that it be sent along with the first freight 
shipment. It arrived by express—charges $11— 
and the quantity was just ten times what he had 
ordered. Ten gross instead of one is quite a lot. 
But to add to his displeasure, on the same day he 
had a shipment of shoes from a factory that he has 
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noon was a definite social period that necessitated 
more dressier types of clothes and footwear. The 
idea back of it all was; the morning house work 
completed, shopping over, and the lull of the late 
afternoon gave opportunity for conversational con- 
tacts between women, and naturally a period of 
dress-up, relaxation, bridge, etc. 

But times have changed, and mighty rapidly too. 
This year, by and large, the country over, the 
afternoon as a social dress-up period has been wiped 
out. In its place in the scheme’s day of dress the 
simple duties of the house, followed by shopping 
and a quick lunch and into sport togs, has taken 
the place of afternoon dress. Women generally 
change into what might be termed “sports wear.” 
Instead of the stiff, formal feeling of the afternoon 
dress, women now express this period of the day 
through sport dress and footwear. 

With the winter approaching, one to have more 









been pstronizing for a lot of years. 


read AA’s to B’s, and 
the widths he received 
were AAA’s to A’s. 
Everyone will agree 
that this was pretty 
bad. Of course, he de- 
clined to accept the 
shoes and returned the 
printed matter in ex- 
cess of his original or- 
der, charging back at 
the same time the ex- 
press. In the case men- 
tioned above the manu- 
facturer lost more than 
a bill of express and 
some shoes. He lost a 
lot of that high esteem 
with which he had been 
held by the merchant. 
The merchant will never 
have the faith he once 
had in that house. Here- 
after every transaction 
will. be scrutinized 
microscopically 
for errors. And, worst 
of all, when doubt and 
uncertainty enter, the 
future dealings of the 
two concerns will be 
Strained and _ friendli- 
ness will depart. 


Exit—Afternoon 


RE you watching 
closely the 
changes in_ social 
habits? Once the after- 
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The ‘Reason Why 


ALFRED J. RUBY, Inc. 
Chicago, III. 


I have just spent my weekly study hour looking 
through the Boor anp SHOE REcorRDER, and the 
thought just occurred to me that somewhere in your 
magazine we want to call the retailer’s attention to 
the true value of the RECORDER to the average suc- 
cessful retailer’s mind, because of the different sub- 
jects that are discussed in your editorial copy, and 
the many new ideas and avenues that open them- 
selves to the man who really reads the RECORDER, 
and not merely glances through it. 

I don’t mind confessing to you that in the 20 or 
more years that I have read the Recorper, I have 
learned a great many things out of it. Your fear- 
less criticisms of shoe store wrongs, that your editor 
so well senses, must be of great value to the average 
retailer. 

You are to be congratulated on the great improve- 
ment in recent years of the RECORDER in general, 
and the intelligent, interesting, and helpful advertis- 
ing that is usually found therein. Personally, I don’t 
see how a shoe man can get along without it. 

More power to you! 

Yours very respectfully, 
(Signed) A. J. RUBY 

P.S.—Our hosiery buyer swears by your hosiery 
supplement, too. . re P 

Alfred Ruby’s new retail stores are a lasting 
monument to the genius and vision of that great 
merchant. 

We are proud to know that the Recoxper is a 
contributing factor to Mr. Ruby's success. 


Sucé 6 1, 


President 


Gwe 

















sport opportunities than ever before, the idea of 


semi-formal dress to 
keep in time with the 
afternoon footwear, 
gives way to a nation 
wide interest in sports 
dress and attire for that 
period of the day just 
before dinner. 

Then to round out the 
day, the evening takes 
up the battle of fashion 
by making a place for 
semi-formal dresses 
and evening clothes. 
This tendency, ex- 
pressed in society, 
eventually finds itself 
in dress expression all 
the way down the social 
ladder. 

So many women work 
these days that a 
change of dress during 
the daytime is out of the 
picture. Many of these 
girls wear sports wear 
the day long. For the 
evening they jump into 
party dresses and the 
like. 

Should the shoe trade 
now consider this new 
line-up of fashion with 
the idea of afternoon, 
so commonly used in 
style reports, abandoned 
to the greater freedom 
of terminology in 
“sports wear’? 
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HE advance season promises a greater variety of 

pumps. Difficulties in the past with low cut side lines, 
and also the idea of keeping the D’Orsay cut and dipped 
sides for Summer footwear, makes the Winter pump keep 
to its true slipper foxed line. 

Pipings, inlays, overlays, stenciled quarters and collars, 
and lop-sided effects make possible a greater variety of 
pattern interest in pumps than ever before. 

The mid-Winter interest, therefore, in pumps will in- 
crease, because no shoe takes its place when the overgaiter 
season arrives. The contrast with the size and bulk of the 
overgaiter and the compact trimness of the pump gives it 
a new prominence that belies the wintry season. 


When pumps were plain, one pair to a wardrobe sufficed. Thi- nev 
pump, first shown by the Boot and Shoe Recorder, illustrates a major 
style tendency, asymmetric, the lover’s knot at the throat clasping tw 
collar and foxing overlay. 
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SIX LITTLE SISTERS OF STYLE IN PUMPS ILLUSTRATED ON THIS PAGE 

INDICATE THE NEWEST VARIANCE OF THE PUMP THEME IN A DIVER- 

SITY OF PATTERN EFFECTS IN A CHARMING SELECTION OF MID-WINTER 
COLORS 


Right top. This pump in 
beige reptile has a mottled effect 
in the brown tones. The collar 
in cocoa patent ts decidedly new. 





Left top. Three bands in the 
collar, piped in gold, with the 
final loop on the outside of this 
shoe in beige kid, wine collar 
in an asymmetric pump. Center top. The modernist 
note is subdued. The angular 
lines, piped in the contrast colo) 
so that the left shoe balances 
the right asymmetrically in two 
tones of brown. 


Right bottom. Wine suede, 
Lefi bottom. Lover's knot high throat pump, with leather 
effect in a variant of the major braid collar ornamentation, 
shoe we illustrate, showing con- 


trast of collar and vamp, blue 
kid, silver gray trim. 


Center bottom. Patent pump 
with five tabs at the throat in 
pale green kid for color contrast. 
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xfords 





7 AROSED suiting and heavier sport clothing worn 
in midwinter, develops an interest in mannish lines 
in feminine footwear, wihout the weight in appearance. 
Smart heels and clever trims, featuring caps and short 
tabs, are the outstanding accent lines for the oxford. 

The greatest opportunity for style expression is in the 
oxford, and winter sports footwear. The garment field 
has developed featherweight woolens, broadcloths, with 
and without fur trimmings, and the brown movement leads, 
followed by the soft, dusty greens, giving to the shoe 
industry this year a great opportunity for midwinter light 
weight oxfords. 


First to show the harmony of tweeds in suits and footwear for ™id- 
winter, the Boot and Shoe Recorder presents this major type, with six 
sister patterns on the opposite page. The oxford has a dual function— 
for shopping and sports wear. 
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THE BROWN FAMILY FINDS ITS GREATEST EXPRESSION IN OXFORDS 
FOR MIDWINTER WEAR. COMBINATIONS IN THE SAME SHADED FAMILY, 
PREFERABLE TO CONTRAST. THE AMERICAN OXFORD MOVEMENT HAS 
BEEN CARRIED THE WORLD OVER, AND GARMENTS HAVE BEEN DESIGNED 
TO HARMONIZE WITH THE NEW ATHLETIC EXPRESSION. 


Upper left. The broaa onc 
strap is actually an oxford type, 
with the waist cut away. This 
raglan collar, sports type ox- 
ford, has a place with lighter 
contrasting tans. 


Upper center. The dressier 
oxford to be worn particularly 
with the smarter blue dresses, 
makes a place for this open 
sided oxford in blue kid, with 
blue lizard heel and front. 


Left side center. A collegiate 
oxford, two tones of Russia 
calf, with the heel in grain 
leather for the girl who autos. 


Lower center. With suede 
quarter and very little tip, this 
two tone calf oxford shows 
freshness of line and design. 


Lower right. Brown lizard 
Left lower. Tricky front quarter and heel, Java brown 
stays are possible in oxfords, upper, in this characteristically 
and this duo-tone of green in- American oxford now in world 
dicates possibilities of jazz de- demand. 
sign. 
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NFINITE variety in straps ahead. Due to the clever- 

ness of designing the world over, straps give the great- 
est style expression. They may be straight, asymmetric, 
yoke or in T strap motifs. The world of style strappings 
is very slender, with much attention to subtle blendings 
of beige, gray, green and frosted leathers in the straps 
themselves, and not as part of the quarter. 


The distinction that a pretty strap gives to a shoe makes 
it the pre-eminent style of the Winter season indoors. 
Where the strap is distinct in color from the vamp, its 
flow of line and design must be perfection itself. Once 
the strap was a method of fitting control. Today it is art 
in its best footwear expression. 


This very distinctive strap design indicates the dressier possibilities of 
the yoke, the loop, quarter and the open shank. The Boot and Shoe 
Recorder, in selecting this as the major type, emphasizes its dressier wear. 

Boot and Shoe Recorder 











Upper left. Plum suede with 
slashings of underlaid luster kid 
in this pump type makes neces- 
sary a metal saddle or span. 


Lower left. Three tones, mid- 
night blue, dark blue lizard, and 
luster straps and heel, makes 
this shoe complement any of 
the dress colors selected. 
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SIX SISTER TYPES OF SHOES ON THIS PAGE ILLUSTRATE THE WIDE POS- 
SIBILITIES OF MATERIAL AND THE USE OF THE STRAP AS AN ORNA- 
MENTAL GESTURE, AS WELL AS A FITTING PROTECTION. 


Upper center. <l bronse pat- 
ent with a figured leather front 
and side panel, makes this a 
three tone shoe for dressier 
wear. 


Middle center. The satin 
dressier shoe has _ passibilities 
for late afternoon and evening 
wear, and this red satin shoe 
has old aold strappings and 
ornaments. 


Lower center. An ornamented 
voke m brown kid, with an 
amber stone center, gives to this 
wine one strap both decoration 
and design. 


Lower right. A new strap 
cffect on a D’Orsay line, 
brought forward to the side of 
the waist in a beige and Java 
kid combination for late Fall 
afternoon wear. 
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MEN 


E may blame it all on the sports craze, perhaps, 

and say that because play has popularized the 

sports. shoes, with its fanciful patterns, and gay 
combinations of uppers and rubber soles; as well as the 
plain leather and spiked soles, that men have been pay- 
ing more attention to their feet, and that they are, there- 
fore, in a mood to continue so to do, provided “some- 
thing different” is offered to them. 


UT whatever the hypothesis on which we may build 

the reason for the demand of the “custom type” last, 
with its narrower toe, and refinement of lines, both for 
the business and dress shoe—nevertheless, the fact re- 
mains that the “bizarre” has disappeared, and in its place 
have come shapeliness and genteel lasts and trims for 
fall, winter and spring, 1928-1929. 


OT only business and dress shoes have assumed 
an aristocratic air of elegance, but sports foot- 
wear, as well. In the first-named classifications, an 
early fall showing of men’s shoes, compris a 50-50 assort- 
ment of black and tan styles, with provisions made for 
at least 60 per cent sales on black and an increasing 
proportion of tans as the Southland is approached. In- 
dications point to a slight increase in the demand for 
high shoes, confined largely to black and brown kid 
leathers, especially in the Middle South a decrease in 
rubber heels on shoes of the better grades. 
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Will Pay for Lines and Design 
in cAutomobiles, Suits and Hats, 
and Now (olor and Line in SHOES 


OR full dress, the popularity of patent leather must 

not be overlooked. With fashion’s latest edict of 
“full dress suits for formal functions,” the full dress 
patent leather shoe will register 100 per cent. No longer 
will it be permissible to wear plain black calf with the 
old Tuxedo for the stately ball or banquet; for wedding, 
or church party. 


NE of the biggest boosters of the sales of more 

pairs of men’s shoes is the “ensemble” idea. It has 
already increased the sale of men’s hosiery, men’s shirts, 
and ties. When one may note millions of American 
men donning new suits, shirts and ties, but wearing the 
same old pair of shoes, it is high time that we showed 
shoes with hosiery, ties, and shirts more often; that we 
talked about the correct ensemble for men, including 
shoes, prominently. The average man is naturally as 
subservient to the dictates of fashion as is the average 
woman. It is true that American men’s ideas of virility, 
and “he-mannishness” have in the past caused him to 
many times overdo those characteristics, to the extent 
of slouchiness. But, the principal thought in the minds 
of the most of men is—to do whatever is conventional— 
or “what all the rest of the fellows do.” It is, there- 
fore, the duty of the clever shoe display man and sales 
manager to encourage the idea of the “ENSEMBLE” 
for men, and to see to it that shoes are always included 
in these ensembles. : 
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LF inter Tans 








Light Tan 


None 


Calf 60% Medium Tan 30% 


Dark Tan 


Leathers < | Black 


Medium Tan 
40% Dark Tan 


|Grains 

{ Black 
{Narrow English 

| Medium English 
Medium Brogue 

) French 

| Wide Brogue 

| Wide Balloon 


Lasts 


10% Leather 
60% ms € 
30% 

1S% 

55% 


None 
05% 
25% 
None 
50% 


20% 


Light Tan 10% 
Calf 90°; Medium Tan 75% 
Dark Tan iSs% 
Light Tan None 
Grain 10%; Medium Tan 90°; 
Dark Tan 10°, 
Narrow English 03°; 
Medium English 
Medium Brogue 
, French 
Wide Brogue (French Brogue 
included) 
Wide Balloon 


Full trimmed 


‘Plain toe 

| Heavily fitted 

Straight tips 

Shield tips 

l6 Wing tips 

Heavily per- 
forated 

( Fancy fitting 


f “ . .{S é 
Patterns (Oxfords 100%(Circular seam 50% 7" i, 
\ yuchers 
{Flange 


oy ) Straight 
Leather 60 0 Fancy 


\Wide 


< Blucher 50% 


Rubber 40% 


Heels \ 
{ 
| 











Fancy Patterns.—The heavily pinked and perforated—so- 
called English types—are being favored stronger than ever. 
Previous to the present time, shoes of the brogue family 
were invariably made of the grains. A strong Americanized 
tendency being developed in the big city stores is the using 
of plump, smooth calf expressed on the narrower toes. 
These shoes retail from $8.50 to $20, with 90 per cent being 
sold at $10 and higher. Keeping these styles in this better 
grade is what makes it sell so well. 

College men on the West Coast still want the jassziest 
kinds of shoes, while brothers in the East are quite con- 
servative. 

Extra wide extension edges, heavily stitched soles are 
complementing the heavily fitted shoes. Most of them, too, 
are being equipped with fancy leather heels. 

Most of the play on shoes of this character is on shoes 
retailing from $8.50 down, where the vast volume of the 
business is done. This does not include the conservative 
high-grade brogues and the like. 

In this classification is the real opportunity to make extra- 
pair sales. For example, note what Young and Adler have 
done on alligators. 





)Strip trimmed 
Wing tips 
Straight tips 


Blucher 


Patterns ; Oxfords 100°¢: 


Full trimmed 
Strip trimmed 
) Wing tips 
Straight tips 


Circular seam 7 














Tan Shoes as a class represent the fast live numbers of 
the average man’s shoe stock. 

Early sales show most merchants underestimated the early 
Fall demand for the new tan shoes. This is being felt in 
the factories at the present moment through their stock 
departments and the rush make-up orders for the live tan 
numbers. 

Merchants bought tans, 30 to 35. per cent tans to 65 to 70 
per cent blacks. They are now selling 40 per cent tans to 
60 per cent blacks, with every indication of this going 
stronger towards the tans as the season progresses. This 
condition is being reflected by the in-stock department sales 
of nearly 50 per cent tans. 

Rich brown shades are showing a marked improvement. 

Orders from the fast operators indicate they are sure the 
specialty leathers in the dark tan shades will go good for 
the last quarter of the year. If this dope is not right, some 
alleged good buyers will be looking for other jobs after 
Jan. 1. 

It looks like a big season for grains on the medium toes, 
while grains on the wide toes may be safely classed as 
“Very Good.” 
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This classification is simplicity itself: 







. {Plump smooth calf 99% 
Leather \Genuine French calf 01% 
Lasts Custom English 100% 
Patterns Circular seam oxfords 100% 
Heels Leather 100% 
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Black Shoes of the old custom type are always good in 
the high-grade store. These shoes are always made of fine, 
plump, smooth calf. After being out of the picture for the 
past ten years on account of the war, genuine French calf ts 
being picked by a limited number of stores for a slight 
comeback for the late fall. This will be a bread-and-butter 
shoe in the high grades, being built on a swing high walled 
Jast and carrying a bit of perforation around the vamp. 
Some imported smooth calf is also used. 

Shoes of this character retail at $10 and up, mostly UP. 
Their wearers are quickly spotted and classified as high- 
grade conservative business men from Park Ave., a type 
not to be confused with Fifth Ave., and never Broadway. 

All grades retailing from $3.50 to $35 have many shoes 
come under this heading too. A big majority of these shoes 
in all grades are made on the French last. 
this last when made up plain, constitutes the biggest indi- 
awidual type of men’s footwear in the entire category. 
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Without doubt, - 
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LT inter Plains 














(Medium brown calf 35% 

Dark brown calf 05% 

bes calf 25% 

athar ) Black grain 05% 
Leather { Tan grain 05¢; 
|Black Kangaroo 05% 

| Black kid 10% 


{Colored kid 10% 








(Medium English toes, having 


plenty of ball room 20% 
| Medium Brogue, or slightly 
i | wider 50% 
Lasts French 25% 
| Narrow English, with a bit of a 
| swing, slender fitters 05% 
{Balloon family None 
| {Bluchers 
'Oxfords 85°%)|Soft leathers 35% 
| \ Circular seam, 
Patterns Calf leathers 65% 





| Boots 15°, {Bals 
{ \Bluchers 


40% 
60% 





(Corrective {Medium grades 


{High grades 


_—s shoes, ) 
S ‘Leather 05%)Leather 40%) Leather 85° 
Rubber 95°%| Rubber 60% |Rubber 15°, 





























Plain Pattern Shoes show a decided.call for hand sewed 
shoes at a price, say retailing at $15.00 is being felt by the 
better -grade stores. 

Even in the conservative types, the influence of wing ti; 
patterns is being felt more strongly. 

Even on the plain shoes, the Pacific Coast north say, of 
San Jose, is calling for much heavier weights than the res 
of the country. Perhaps this is due to the larger number 
of imported English shoes sold in this section than elsc 
where. Lately the South is calling for heavier soles, ev 
specifying 10 irons for year-round wear. 

All grades retailing from $3.50 to $35.00 have many shi 
which come under this heading, too. A big majority of these 
shoes in all grades are made on the French last. Withou! 
doubt, this last when made up plain, constitutes the bigges! 
individual type of men’s footwear in the entire catego) 
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IV inter Sports 








if (Medium Brown 60% 

| Calf 25%} Dark Brown 10% 

(For golf) Light Brown 30% 

| Black None 

Leathers {Grains 8% (All white 01% 
| (For golf) | Black and White 54% 

| Two-toned Brown and White 30% 

| shoes 66%| Brown and Colored Elk 10% 

|Colored suedes| Black and Colored Elk 05% 

| alligators, antelopes, etc. oO1% 


{Narrow English 02% 

| Medium English 08% 

Lasts ; Medium Brogue 40% 
Wide Brogue and Ball on, (for 

Golf mostly) 40% 


{ {Full trimmed,95% 
\Striptrimmed05% 


| Bluchers 25% (Wing tips 459% 
|) Straight tips 15% 
|) Plain toes 

(Golf) 40% 


( {Full trimmed 75% 
| 


Patterns | Oxfords 100° 0} 
| 


\Striptrimmed 25% 

; | 

| Circular 
~ 75807 
Seam 75% Straight tips 15% 

Plain toes 

{\ (for golf) 40% 


[Strat tips 45% 
(Leather 55% 

Soles {Spike 15% 
| Rubber 30% 


{Leather 
\ Rubber 60% 


Heels 


























Sport shoes. Possibly the most neglected section of the 
neglected men’s shoe division, yet having more real profit 
possibilities than any other section in the store. The one 
place where an extra two pairs of men’s shoes may always 
be sold; one pair for playing and the other for dress sport 
wear. 

Eastern college men wear dress sport shoes a greater part 
of the time. Well dressed business men may be seen in the 
hotel lobbies, on the steamships, at the city and country 
clubs wearing proper dress sport shoes. 

These shoes never sold so well as the past season, so mer- 
chants are definitely assigning new numbers for late Fall 
deliveries, shoes designed for Southern wear, of course. 

It ts the opinion of wise style pickers that the demand for 
leather soled dress sport shoes has not begun to be felt. 
The rest of the country is just waking up to what California 
and Florida have long known. 
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IF inter Formal 


Dull calf, and lightweight cordovan 20°; 
Leather | (College men calling more for these leathers 
season by season) 








| Patent 80°; 
Lasts <4 Medium narrow lasts for all grades 

{Plain toe circular seam oxfords 90°; 
Patterns {English Court ties with bows 10°; 


(Of Patent for full dress only) 





Heels Low broad 7% leather 
. 




























Formal Shoes more formal than ever, so watch out for 
the call for full dress patent pump. This year it is being 
called an “English Court Tie.” No other shoe will fit into 
the picture as will this shoe when one has on a long tail 
full dress coat. The bows are mannish, a point that will 
aid the selling considerably. 

Real light weight black cordovan oxfords are being devel- 
oped in the Eastern college towns, these being worn only 
with a Tuxedo. The standard plain toe oxford is in uni- 
versal use. 
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GREAT change has come over the arrange- 
oA ment of shoe store interiors. Those pioneers 

who tried out the parlor shoe store were 
laughed at, and the thought was expressed that they 
were opening up “la-de-da” shoe selling parlors, and 
that they would not be successful. 

In a short space of time, however, all over this 
country new shoe stores have been built, departing 
from the old method of showing stock on three sides 
of the store. 

These new parlor shoe stores have not been limited 
to one grade of footwear. Some shoe stores selling 
$6 shoes have vied with stores having the appoint- 
ments in keeping with $20 footwear. There is a happy 
medium possible to the average shoe store that gives 
the freedom of arrangement of the parlor shoe store, 
and the convenience of stocking and racking goods 
of the old-time store. 


HE informal method of arrangement of seats and 
benches, sofas and the like, in the center of the 
store, with a 4-ft. inner wall, entered through doorways 


on each side of the parlor section, is the new and prac- - 


tical way.of interior arrangement. 
Another big problem is that of arrangement of the 
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store to serve the entire family. What can be done to 
serve, in the same room, women, men and children? 
We have in the past shown examples, contrary to 
the old method of having the women’s department on 
one side of the store and the seats of the men’s de- 
partment back to back with the seats for women. 


OME stores place their women’s department in the 

front of the store, and the men’s department in the 
rear. The front of the store has the appearance of a 
parlor and the rear the characteristics of the club 
room. 
We find that Charles K. Sheben of The Standard 
Shoe Company, Miami, Fla., tries a new method. Cus- 
tomers face one another. The women on one side of the 
store face the men on the other. This is a trifle differ- 
ent from the ordinary store arrangement. The chil- 
dren’s department in the back of the store forms a three- 
sided open front of the parlor scheme, adapted to a 
regular family shoe store. 


« Wi seat the customers the way we want them 

lined up,” said Mr. Sheben. “We find that this 
is a great advantage over the regulation method, be- 
cause customers are not then standing around; or sitting 
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in another section, awaiting their turn to be fitted. 
Customers are curious and many times suspicious.” 

“Where everything is out in the open, it obviates 
any nervousness they may have that some one else is 
getting more attention; or that some one is standing 
behind them, looking at what they are buying. They 
want to know just who are their ‘fellow’ footwear 
purchasers.” 


ND so Mr. Sheben has arranged his 150 ft. long 

by 27 ft. wide store, as follows: He allowed 16 
ft. for the aisle between the thirty chairs on either side, 
one row of thirty for the ladies; the facing row of 
thirty for the men. 

A 4-ft. aisle is behind each “opposing” row of 
chairs, so that two or three men can work without 
crowding. Shelves are built out flush with the aisles. 
There is also a space of 40 ft. in the rear for stock. 
At right angles to the men’s and women’s department 
and at the back of the carpeted fitting space is the 
children’s department. Here the kiddies can be fitted 
free from the interference of mother or dad, although 
mother can sit near the child, if necessary. 

Mr. Sheben finds that the families of his section 
have sufficient confidence in his fitters to entrust their 
little folk’s feet to their care, and that many children 
are sent to the store by their parents to be fitted; or 
Johnnie and Mary are fitted in their own department, 
while mother or father are fitted in their wing of the 
three-sided carpeted open area. 


WO double mirrors are so arranged on either side 

of the center of fitting space that customers do not 

have to move about much in order to see for them- 

selves just how well the salesmen at. The Standard 

Shoe Co. are fitting them, or giving them the required 
color or pattern. 

The hosiery department is on the women’s side of 


the store, at the left front, directly back of the wom- 


en’s shoe window. 

At the front of the store’s vestibule is a findings’ 
case, featuring arch supports, and these are sold, 
with other foot appliances at the rear of the store 
by men especially trained in this work. 

Felt slippers, fancy mules and boudoirs are all 
stocked at the rear of the store; Mr. Sheben has found 
it advantageous to segregate this merchandise in the 
rear. 


R. SHEBEN says that business conditions in 

Miami are fair. He has made a survey on his 

way North and finds, he says, that trade is just about 
the same everywhere as in his home city. 

“Business today,” said Mr. Sheben, “can be obtained 

only by hard work and scientific methods. The real 
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money is made by the merchant at the present time in 
knowing how, what and where to buy as much as in 
knowing how to sell.” 


Boots? 
Boots? 


Boots? 


[CONTINUED FROM PAGE 51] 


is here to stay. Manufacturers and designers, he says, 
were slow to realize its possibilities. The boot is a 
cold weather, not a wet weather proposition. ‘When I 
saw women wearing rubber boots, a strictly wet weather 
foot covering, on clear cold days, for the sole purpose. 
of keeping their ankles warm,” he declares, “I knew 
there was a place, and a big place for a leather boot that 
would serve this purpose. That was my original idea 
and I still maintain that I am right. Why should we 
compel women to wear a rubber boot or golosh in clear 
weather? Women who attend football games and other 
outdoor sporting events in the fall and winter, and 
women who drive their own cars a lot in cold weather, 
really need some kind of sightly ankle covering and the 
rubber shoe does not fill the bill. The leather boot does. 
That’s all there is to the story.” 

In looking forward to the boot season this fall Mr. 
Holden believes that they will sell, in colors, in the. 
order named: brown, black, blue and reptile leather. 
All kid or combinations of kid and suede, he believes,. 
will lead the field. 





Shoes 150 Years Old 


York, Pa.—A late addition to the Mahlon N. Haines: 
collection of antique shoes is a pair of men’s deerhide 
boots about 150 years old. As they are of German make, 
it is assumed these boots may have been worn by a 
Hession soldier during the Revolutionary War. The 
uppers of these shoes are tanned deerhide with the hair 
side turned in for greater warmth. These hand-made, 
pegged-soled boots were solidly constructed for hard 
wear, as evidenced by the condition they are in today. 
Mr. Haines has in his collection shoes assembled from 
all over the world. At the present time he is negotiating- 
for the purchase of some ancient Roman sandals. 
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What are you putting on her feet— 


just a pair of “shoes” 
or a pair of 


Foot Saver Shoes? 


Fit HER WiTH Foot SAVERS—they will bring her 
back for more. 


Fit HER EYE with the special Foot Saver Smartness, 
that her friends’ eyes will envy. 


Fit HER MIND with the knowledge that she is getting 
Foot Saver Shoes—shoes that will save her feet. 


Fit HER FEET the Foot Saver Way—the way she has 
never been fitted before. 


Fit HER VANITY with the Foot Saver gift of beauty 
for her ankles —the gift no other shoe offers her. 


Fit HER INTELLIGENCE with the Foot Saver patented 
in-built construction —the feature she can get 
nowhere else. 


Don’t fit her with shoes that will keep her from com- 
ing back. 


Fit HER WiTH Foot SAVERS—they will make her 
come back for more—and bring her friends! 


And remember that Foot Saver Magazine Advertis- 
ing reaches her every month in the year. 


The Julian & Kokenge Co. 
426 East 4th Street, Cincinnati, Ohio 


Men’s Foot Saver Shoes made by Commonwealth Shoe & Leather Co., Whitman, Mass 
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This Silent 


SALESMAN 
Will Make PROFITS 


For You! 


Your profit depends on your turn-over 
and your turn-over depends on the num- 
ber of people you can bring into your 
place of business. Why, therefore, waste 
the very valuable few square feet just 
outside your door when with a Detroit 
Outside Show Case you can so effectively 
tempt people to stop, look, and enter 
your store? Goods well displayed are 
half sold. Use the valuable space which 
is now only a dead overhead to display 
your best merchandise to every passerby. 
A Detroit Outside Show Case will make 
money for you and will quickly pay for 
itself. Write us for description and 
prices on our various models. 


TRADE MARK 


DISPLAY CASES 


DETROIT SHOW CASE CO. 
1670 W. Fort St., Detroit, Mich. 

















N 1926 our national advertis- 

ing reached 15 million people 

—in 1928 we are telling 30 

million readers about LYNCO Muscle-Build- 

ing Arch Cushions. Foot sufferers all over the 

country are told to go to shoe dealers with their 
foot troubles. 


When these customers come to you—sell them 


LYNCOS. 


By demonstrating how LYNCOS are made 
you will be able to show how comfortable they 
are to wear. Explain to your customers that 
no metal whatever is used—nothing but springy 
cellular rubber covered with soft glove leather. 
LYNCO Muscle-Building Arch Cushions fol- 
low every movement of the foot, gently 
molding broken down muscles back to position 
and normal health. 


When a customer walks out of your store with 
a pair of LYNCOS in his shoes you’ve made a 
permanent sale. You know he won't be back 
in a day or so to have these cushions adjusted 
because ILYNCO Arch Cushions adjust them- 
selves. 


KLEISTONE RUBBER CO., Inc. 
244 Cutler St., Warren, R. I. 


Non-Metallic 
Arch Cushions 
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HUMPTY DUMPTY’S 


A GI -EAT SCI 1{OOL Oxford 
8%-11 Oak Sole, Spring Heel... 
11%- 2 Oak Sole, Rubber Heel. 


Ne. 3015 
Tan Calf Blacher 


2%- 6 Oak Sole, Rubber Heel... 


SHOE! 


If You Enroll Him NOW in Your Children’s Department You'll Be 
Ready When the Bell Rings! 


i VW You know exactly what you want in a school shoe for 


GOODYEAR = boys and girls—a tough one you can back to the limit 
WELT —a pretty one that sells itself without being pushed—- 


a slick fitter that goes on easily and walks out of the 
store—never to return! 


HUMPTY-DUMPTYS are such shoes—and more! 

Ne. 3001 a A live, sparkling line, made by Willits and guaran- 

ack Se Sues =— teed by Willits to be just what you want in quality, 
styles and price. 


R. Heel 2.40 ri x of - ; S 
ae, er ee Write for our catalog of In-Stock school shoes at 
once. 


2% to 6 Oak. Sole % R. Heel. 2.95 
. 3000—Same in Patent Leather. 


. 3062—Same in Tan Calf. 
Halifax 


WILLITS SHOE COMPANY _ pennsyivania 
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FEATHERED CREATIONS 
HOLD THE VOCQUE- 
THE ART OF PARIZ 
DISTINGUISHES THE 
NRW MULES 
AJ/TEM BLED 
BY GOLO 


TAMA 


th 


‘i 


Wd 
i 
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fl ieeenen 
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DI FFERENTLY BUILT . 


2 o 
g ooovs 
on” ao? Ps, 
oe . Fa 








The line com- 


prises Suedes K A Difference with g 


and_ Brocades 


with feathered & a Practical Value 


decorations as 
shown; the fin- 
are “different’’—but not in the sense that this 


est French Kids, one is. 
The Copeg-Arch Shoe is actually built differ- 


The claim is made for many shoes that they 


as well as the ently—not for advertising effect but for real 
superiority. 
now mous 
fa The expense of hand pegging and double last- 
ing this shoe is well justified by results that 


CHANTE- i i j 
are not otherwise obtainable. 

CLAIR collec- This shoe has a skived leather shank piece 
. reinforced with spring steel—a truly practical 
tion of all-fea- form of support that most men's feet really 
hered mul oa 

thered mules. With this construction the pegs are needed to 

hold a tight joint at the shanks. 

A prime requisite of good shoemaking is an 
instep that fits snugly to the foot and stays 





All leading colors 
in stock 





snug. 
The double lasting affords double assurance of 


. . . . . this, 
This fascinating line of creations from Ye a re 
Ryder trained. 


Paris is surprisingly inexpensive, and 
will find high favor at popular prices. 


are Copeland & 


Black Calf Copeg Arch Bal Oxford—Knox 
last—single sole—rubber heel In Stock 
A, 8/12; B, 7/12; C, 6/11; D, 6/11. 


The Copeland & Ryder Co. 


Jefferson, Wisconsin 
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School Shoes? 


The Trudys shown on this page have 
proven themselves as having tremendous 


sales possibilities. 
Sample pairs cheerfully mailed upon 


request. 


— . —— 
SALLY 


TRUDY Light Welt 
Zephyrwelt Style A471 
Style A494 Coffee Calf and Stone Calf 
Coffee Calf and Stone Calf Trim. 
Trim $4.65 
$5.09 Style A305 
Black Calf, Wolf Trim 
$4.35 
(Leather Heel) 


TRUDY 
Zephyrwelt 
Style A489 
Maron Calf and Watersnake 
Trim 
$5.15 


Zephyrwelt 
Style A485 
Maron Calf and Water Snake 
Calf Trim 
$5.25 


re. 


LASSIE 
Heavy Welt 
Style A910 
Scotch Grain 

$4.65 
(Leather ¥leel) 


Pm, 


TRUDY 
Zephyrwelt 
Style A514 
Patent and Mat Calf 
$4.65 
(Leather Heel) 


COLLEGIATE 
Fairway 
Style A&51 
Olive Elk, Grain Trim 
$4.75 
(Gristle Sole & Heel) 


TRUDY 
Zephyrwelt 
Style AS61 
Maron Calf, Hindu Snake 
Trim 
$5.15 


Terms 3% 10. Net 30 


9 W/Minor6Son,lne 


Batavia, New ‘York 





BOOT AND SHOE RECORDER September 1, 1928 


Roe every thinking retailer of women’s novelty shoes we believe we 
have a message of more than ordinary interest. In Atlantic Foot- 
wear he finds the solution of every major sales problem—tThe construc- 
tion—exclusively on the superior Littleway tackless process; The fit is 
guaranteed—in every pair. The retail price of $5 to $6.50 makes them 
available and profitable for volume selling. The purchase is made easy 
by Atlantic salesmen calling monthly on each customer in every section 
—offering some styles carried In-Stock—others in a made-to-order basis. 
Let them tell you more about Atlantic Footwear—and the wonderful 
repeat business customers are enjoying. A line to us will assure you of 


a call from our nearest salesman. 


ATLANTIC 


SHOE Co. 


SOUTH BOSTON 


Jeanne 
e e 7 


























Imported English Field Boots 


IN STOCK 


These English field boots 
are full leather lined, 
with stout first quality 
double sole, and have 
that custom-made ap- IUinois College class listex ing to lecture 


pearance and _ distin- 
guished style. They are 
guinhed wile. They are STUDY CHIROPODY 
able, and are the prod- Graduate Chiropodists Earn 
ucts of workmen having From $5,000 to $15,000 a Year 
behind them the tradi- No pate = p aeoee on anat women heuee than 
° : has Chiropody. y many of the world’s leading Chiropodists 
tions of a ge neration of are former shoe people who have followed up their valuable ex- 
fine shoe making. perience at the fitting stool with a course in Chiropody. Today 
. ae they are earning from $5,000 to $15,000 a year. 
Write for descriptive The world needs Chiropodists. The opportunities are unlimited. 
catalog. In the United States there are about 162,000 physicians, about 
No. B-2780 82,000 dentists, but only 5,000 Chiropodists! A virgin field! 
Tan Scotch grain Course only 2 years at best known College of Chiropody 
$14 a pair in America equips you for practice. 15th year. You are ready to 
No. B-2790 enter with four years high school or equivalent. Largest foot 
=a. clinic in world—over 16,000 foot cases handled annually, large 
, faculty physicians, surgeons, chiropodists—study in Chicago— 
you can earn while you learn. Write for catalog. No obligation. 


$13 a pair -====MAIL THIS COUPON TODAY-- - -- 
ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicaso 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 
Name 
COLT-CROMWELL CO., Inc. ¥ 
Street and Number. 


Established 1899 
NEW YORK, N. Y. City 






































1239 BROADWAY 
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WILLOW 
CALE 


Willow Calf is the 


original colored 
chrome boarded 


Calf Leather. 


—— 


For more than a 
quarter century it 
has been a leader 
in quality and the 
volume of its pro- 
duction assures a 
steady supply. 



































American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
New Location, NEW YORK OFFICE, 2 Park Ave. 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Chicago Ballston-Spa 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 











Curwensville 
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ENNA JETTICK |]) 
Hea/th Shoe 


THE PROMENADE 


Tue Lovutse 


THE RENA 


Are You Giving a Square Deal? 


Every woman who comes to your store, whether 
customer or prospect, comes because she has con- 
fidence that she will get there the greatest value for 
her money. 
If she goes out in misfitted shoes that confidence has 
been jeopardized. Sometime, somewhere someone is 
certain to comment on the poor fit she got and then— 
goodbye customer. 
FIT EVERY PAIR PERFECTLY! 

You can doit. In the past it couldn’t be done except 
in high priced shoes. $5 shoes only came in C, D and 
E. Forget the past. This is the ENNA JETTICK 
age. You would certainly rather fit than misfit your 
customers. 

ENNA JETTICK HEALTH SHOES 
make it both possible and easy to properly fit every 
foot. We stock them and you can carry them from 
AAAA to EEE—you have a choice of 71 attractive 
styles and you can sell them profitably for $5 and$6. 
ENNA JETTICKS fit both the feet and the purse. 


If you are interested and there is no Enna Jettick dealer near you 


Write DUNN & McCARTHY, Inc., Auburn, N. Y. 




















TIME TO RESIZE 
THE LEEDS 


ONE OF OUR BEST SELLERS 


QUICK SERVICE FROM OUR STOCK DEPT. 


No. 80 Tan Calf, A, B, C, D 
No. 81 Black Calf, A, B,C,D.... 


HEywoop Boor & SHOE Co. 


MANUFACTURERS OF MENS FinE SHOES 


NEW YORK - 475 FIFTH AVE. 


WORCESTER, Mass..ViS.A. AT FORTY-FIRST ST. 








no + WO O D 





=“ Ss S& = wo Pe 
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‘Talk Canvas 10 Boys 
‘Thro Sport [rims 


Windows Featuring Action and Realism Sell More Pairs. The Public 
Likes to be Spoken to in Its Own Language 


canvas-rubber-soled-shoe-selling months to boys 

for their beloved baseball games ‘on the old 
back lot,” as well as for general school room wear. 
And therefore, many merchants are idealizing canvas 
rubber soled footwear in outdoor trims. There are 
about 1,300,000 windows in this country, each com- 
peting for the attention of the purchasing public. 
It is estimated that the average person can walk by 
a window in six or seven steps, so that a trim must 
work, to interest, fast and appealingly. As an illus- 
tration of what has been successfully accomplished 
by capitalizing on the boy-action idea, we are pub- 
lishing on this page a recent shoe window trimmed 
by H. D. Lollar, display manager of the Arthur Cad- 
del Company department store, Paris, Texas. The 
excellence of this trim, not only won for The Caddel 
Company second prize, but also 
materially increased the sales of 
quality canvas rubber soled foot- 
wear for the House of Caddel. The 
local paper of Paris noted it edi- 
torially as a “Unique Window Dis- 
play” and one that incorporated 
such a realistic atmosphere as to 
attract for it much comment. The 
editorial also emphasized a window 


SG carraerabn and October are two excellent 


This window of Arthur Caddel 
Company, (H. PD. Lollar, Display 
Manager) Paris, Tex., won sec- 
ond prize in Class B (cities of 
10,000 to 25,000) 
Hood National 
Its realistic setting strongly ap- 
pealed to the youngsters 


card announcement that with each purchase of canvas 
shoes, the store would give a free booklet for boys, 
written by big league stars, entitled “How to Play 
Baseball.” 


NE of the chief reasons for interest on the part 

of the boys of the community in this trim was 
its full-of-life feature. The Hood cutout of the Amer- 
ican boy was shown as a “regular feller” scaling a 
high fence (made of beaver board) after a ball, lying 
on a strip of green grass (paper grass rug) that some 
future “King of Swat” had batted over the barrier 
to other premises. The boy’s bat, which he has ap- 
parently just thrown over the fence was there, too. 
And surrounding these reminders of his favorite 
game are the retail merchants’ canvas rubber soled 
shoes, “just like those in which all of the other boys 
play. A desire on the part of the 
boy to own a pair of those shoes 
was immediately created. It is not 
difficult to see that the window was 
resultful business-wise. 


IANVAS rubber soled shoes, like 

all other saleable merchandise, 

have a selling story in them some- 
where. They are profit-makers. 


in the 1928 


Canvas Week. 
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A Sure Thing 


IN STOCK 


LEORA 


209 (short heel, standard instep) last. 
14/8 covered Cuban heel. Goodyear 
Welt. Built-in steel arch supporting 
shank. 
Widths AAAA to EEE 
Sizes 1 to 11 


B1973—Tan Calf with a tan suede trim. 


Price $6.00 
B1974—Black Kid with a black suede 
trim. Price $6.00 
B1978—Patent Leather with a _ black 
suede trim. Price $6.00 





Chicago Office: 189 W. Madison St. 





“Leora” is just the thing for early 
fall selling. 


It has the wider strap that is so 
popular in welt types for fall, the 
narrower toe that is in demand in 
better shoes, a vamp long enough 
to make it a splendid fitter on 
narrow or difficult feet, and a 
suede collar that gives the shoe a 
short neat effect. 


“Leora” is built on our 209 last. 
It will cling to narrow heels, set 
smoothly along the sides, and give 
the wearer more comfort than she 
would ordinarily expect in so 


pretty a shoe. 


A run of sizes in all materials 
will certainly liven up your dis- 
play of smartly conservative welts. 
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Salesmen Help Move Shoes from the Shelves 
as Well as Onto the Shelves 


J. Frank Crehan, French, Shriner & Urner sales- 
man, suggests 


“Tell the Men” 


1.—Don’t wear tan shoes to church. 
2.—Don’t wear tan shoes when you take the wife out 


evenings. 


3.—Don’t wear tan shoes with black hose. 

4.—Don’t wear tan shoes with a gray suit. 

5.—Don’t wear black shoes with a brown suit. 
6.—Don’t wear the same pair of shoes two days in suc- 


cession. 


7.—Don’t have any pair of shoes rebottomed more than 


WICE. 


8.—Don’t wear heels through more than toplift before 


renewing toplift. 


9.—Don’t wear black shoes with sport clothes on any 


occasion. 


10.—Don’t wear old shoes with 


casion. 


11.—Don’t wear ’em out—“Give 





new clothes on any oc- 


"em away.” 








GROENEWOLD, director of 


C 
H. sales for the Certified Shoe Cor- 
poration of Rockford, Ill., reports that 
“Things are shaping up better every 
day, and we are looking forward to a 
wonderful fall and winter business.” 


E M. CURTIS, previously identified 
* with the distribution of The 
Davies Shoe Manufacturing Co., Ra- 
cine, Wis., in South Carolina territory, 
is again representing the “Davies” 
line in that part of the country. Typi- 
cal Southerner, that he is, with a 
strong penchant for outdoor sports, 
Mr. Curtis’ indomitable energy and 
knowledge “shoewise” sells himself and 
his line in a way that requires no repe- 
tition of the preliminaries toward the 
point of steadily increasing the cus- 
tomer list in the Southeast. 


A F. SPLETT, widely and favor- 
* ably known throughout the shoe 
trade of the Central West, through his 
long association with manufacturers of 
men’s shoes is now covering Chicago, 
Illinois, Wisconsin, Minnesota, Iowa 
and a few towns in Nebraska for the 
Gerberich-Payne Shoe Mfg. Co. of 
Mount Joy, Pa. Mr. Splett has long 
been a keen student of merchandising 
methods as many of his friends, the 
retail buyers will readily testify. 


(CHARLES SMITH, who represents 
Endicott-Johnson Corp. in the 
Southland, is convalescing at his 
home in Philadelphia. Mr. Smith was 
stricken with illness right after the 
recent salesmen’s “get together” at 
Endicott last month. 


G G. McCOY represents the Mid- 
¢ vale Shoe Co. of St. Louis, in 
his old territory of Iowa, Minnesota, 
Wisconsin, and North Dakota and is 
sending in a goodly volume of business 
to his house. Jack Kurtzman covers 
the Pacific Coast and western terri- 
tory from Salt Lake City for Midvale; 
Mr. Kurtzman formerly represented a 
St. Louis specialty house. 
K. MORRIS, who represents 
¢ Johansen Bros. Shoe Co. in Loui- 
siana, Mississippi, Georgia, and 
Florida, traveling out from Atlanta, is 
now in new headquarters at the Ansley 
Hotel, Atlanta, Ga. 


AVID F. STERN, one of the “‘top- 

notchers” of the Brown Shoe Co., 
and in charge of the New York office 
for this concern, recently made a visit 
to the St. Louis office. Mr. Stern is 
one of “the vets” of the Brown Shoe 
Co.’s salesforce; he has rolled up splen- 
did records in the Big Metropolis, and 
is still “going strong.” 


HE Burdett Brothers, Len and 

Hap, leave their Lynn factory 
about Sept. 19, with their new fall 
lines for January and February sell- 
ing. Len’s destination is Texas, which 
he will travel for from eight to ten 
weeks; Hap will “hie” to the Middle 
West, which he will cover for from 
four to five weeks. Patent leather 
straps lead in the numbers to be of- 
fered, with many brown and black 
suedes in straps and pumps. It is the 
opinion of Len and Hap that black 
suedes will be very much in the de- 
mand as the weather grows colder, 
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Selling Shoes 


the 


ROAD 


Edited by Helen M. Haney 


while brown suede will be prominent 
in the earlier demand. “Suedes make 
a good complement for the new trans- 
parent velvet gowns, which fashion 
predicts as popular sellers for the 
morths just ahead,” say the Messrs. 
Burdett. 


RNOLD BAMBERGER, Captain 

U.S. A., O. R. C., well known shoe 
traveler and merchandiser, recently 
“lined-up” with the Footwear Guild, 
Inc., and will start in on his duties for 
this house right away. Mr. Bamberger 
is most enthusiastic over this service 
of giving “chain-store advantages to 
independent retail shoe merchants, 
through co-operative development, 
without a loss of their individuality,” 
of which movement George B. Hen- 
drick, a former W. L. Douglas Co. ex- 
ecutive, is sales manager. “This is 
going to be a wonderful thing for the 
independent retail shoe merchant,” 
said Mr. Bamberger, “and I am going 
be do all that I can to help put it over 
big.” 


HE D. W. Poor Co. of Boston has 

been appointed New England sales 
agent for the Hanover Heel and Inner- 
sole Co. of Hanover, Pa. 


Joe C. Wolcott A. V. Wolcott 


OE G. WOLCOTT and A. V. Wolcott 

are two of the prominent Pacific 
Coast Shoe Travelers. They represent 
The Selby Shoe Co. of Portsmouth, 
Ohio, in this territory. They report a 
good repeat business on this line and 
state that their trade is increasing all 
the time. The Messrs. Wolcott are 
much enthused about the new high 
style numbers in the Arch Preserver 
line, which they claim combine beauty 
with exclusive comfort features. 
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i] plays into the hand. 
0 sper i! i those who display 


what they sell / 








John S. 
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A* EW limit of convenience in displaying shoe Rel 

polish is set by this ingenious device. Zip ge 

ot ? ; on the P 

and it is open ready to work for you. Displays— iow 

Advertises—Sells. Does all but take the money. ew 

Fach tube individually packed. No wrapping. oo 

Imagine anything more certain to assure Pros- R. 

perity playing into your hands? Our sales prove lies 

that these are the days when “good bets” are roy fl 

quickly snapped up. tg 

that prey 

Plain, two-tone or fancy leather shoes are —— * 

kept most attractive by using Shoe Cream. of the B 

ao 

noon. ( 

WHITTEMORE BROS., BOSTON, MASS. — 

MAKERS OF SUPERIOR SHOE POLISH NEARLY A CENTURY a cone 

For your trade who prefer other than a liquid suede dress- oa 
ing we suggest you have on hand and sell our “STICK time. 

SUEDE CLEANER. Both liquid dressing and stick suede e€, m 0 

cleaner can be had to match leathers adopted as standard suffer any 
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J S. WHITTE- 
e MORE, one 
of the best known 
shoeman in the 
country, for a long 
time identified 
with the Boyden 
Shoe Co., in the 
selling of men’s 
fine shoes, and 
later for the past 
several years with 
Krippendorf - Ditt- 
man Co. will on 
Sept. 15 become 
associated with the 
Forbush Shoe Company, makers of 
fne grade men’s shoes, located at 
North Grafton, Mass. Mr. Whitte- 
more has been elected to fill the posi- 
tion left vacant by the recent resigna- 
tion of A. M. Roberts, and will cover 
New York State, Pennsylvania, Ohio, 
West Virginia and all of New Eng- 
land. The State of Maryland and the 
District of Columbia, formerly covered 
by Mr. Roberts, has been taken over 
by L. C. Hart, sales manager, who 
covers New York City, Philadelphia 
and Cleveland as well. Mr. Whitte- 
more has a wide circle of friends in 
the territory which he is to cover for 
Forbush, part of which has been his 
old “campaigning” ground. It will be 
remembered that in New York State, 
in 1924, Mr. Whittemore had the dis- 
tinction of being the first salesman to 
show merchandise of any kind at the 
new Hotel Syracuse—his first cus- 
tomer was Otis C. Brannock of the 
Park-Brannock Co. 


John S. Whittemore 


ALPH HEAD, 
well-known 
Pacific Coast shoe 
salesman for C. 
H. Alden Com- 
pany, recently 
visited San Fran- 
cisco, during his 
trip through that 
section with his 
new fall line. 
Ralph states that 
he has been re- 
ceiving his share 
of business from 
this section of 
the country. He believes that there is 
every reason why retail shoe merchants 
on the Pacific Coast should be optimis- 
tie about fall and winter business, and 
says that his trade is buying for a 
brisk demand on men’s and boys’ and 
men’s quality shoes. 


Ralph Head 


H R. MACK, sales manager of the 
* F. M. Hoyt Shoe Co., writes that 
so many orders are being sent to the 
factory by the men on the road that 
the plant is operating at capacity, and 
is “sold up tight” for the next two 
months. During the recent hot spell 
that prevailed throughout New Eng- 
land, it became so warm in the fitting 
room which is located on the top floor 
of the Beacon factories, that this de- 
partment closed down for one after- 
noon. However, as the warm weather 
continued, the handicap of closing 
could not be again considered, and so 
4 corps of men were sent to the roof 
to play water upon it while the work- 
ets “speeded up” to make up for lost 
time, in order that customers might not 
suffer any loss of prompt service. The 
“water-brigade” drove water upon the 


roof all day long and thus lowered the 
temperature from 6 to 8 degrees. Thus 
not only was the stitching room tem- 
perature lowered, but that of the en- 
tire building. 


OBERT C. MacDONALD, one of 

the best known shoe salesman in 
the State of Michigan, has been made 
a member of the sales staff of the Cer- 
tified Shoe Corporation, Rockford, IIl., 
for which firm he will handle the Cer- 
tified Proven Arch line of shoes. Mr. 
MacDonald has been selling women’s 
shoes for over twenty-five years. He 
has been connected with the Novelty 
Shoe Co. of Chicago, for the past few 
years, covering Michigan territory, 
and while with that firm built up an 
enviable reputation, both in increasing 
volume-business and in opening new 
accounts. Mr. MacDonald will cover 
Michigan, including the City of De- 
troit. He will make his home in De- 
troit. 


FTER having been with Shu-Stiles 

and McLoughlin Shoe Co. for 
many years, covering the trade in 
Ohio, R. S. Van Sickle has formed an 
affiliation with the Certified Shoe Cor- 
poration of Rockford, Ill., and will 
handle this firm’s line of Certified 
Proven Arch welts in this territory, in- 
cluding Virginia and western Pennsyl- 
vania. Mr. Van Sickle will make his 
home in Columbus, Ohio. He has a 
large following in the territory he is 
to cover and is looking forward to a 
very successful year. 


The quickest way out of a prob- 
lem is through.—H. Devarco in “Di- 
rect Reflections.” 


YMAN H. DANIELS, one of the 

oldest salesmen of the Hood Rub- 
ber Products Company, Inc., and a 
life-long resident of Ipswich, Mass., 
died very suddenly at his home on 
County Street on the morning of Aug. 
13, aged 73 years. Mr. Daniels is wel! 
known in the shoe and rubber footwear 
circles. He was born in Ipswich, Aug. 
15, 1855. At one time he was engaged 
in the business of shoe manufacturing 
in Ipswich. Twenty-five years ago the 
business was sold and he entered the 
employ of the Hood Rubber Company 
as traveling salesman, and has re- 
mained continuously in the employ of 
the company since that time. He had 
an exceptional record as a salesman, 
and during his last year made a bonus 
over and above his quota. He continued 
very actively in his work up until prac- 
tically the last day of his life. In his 
home town he held various offices, hav- 
ing been registrar of voters and taking 
an active interest in the affairs of the 
town. Mr. Daniels had a wide circle 
of friends not only in Ipswich but in 
many outside communities, and in his 
younger days was a leading ball player 
and horseman. Ou Aug. 7, 1877, he 
was united in marriage to Eda L. W. 
Goodwin of Ipswich. His wife and 
one daughter, Miss Edith Lyman 
Daniels, survive him. “It is with 
sincere regret,” says the Hood Rubber 
Products Company, Inc., “that we 
note the passing of one of the finest 
examples of the old school salesmen, 
who not only was efficient in the olden 
days but continued his efficiency in the 
highly competitive conditions of today.” 
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HE retail 

merchant who 
contacts Frank 
J. Larkin is 
bound to stiffen 
the old backbone 
a bit if he listens 
and takes unto 
himself those 
things Frank 
tells him. To 
those just enter- 
ing the shoe 
trade, it may be 
explained that 
Frank Larkin is 
secretary of the Freeman Shoe Mfg. 
Co., Beloit, Wis., while making his 
home in Milwaukee, where he ever 
lends his time and effort to every con- 
structive movement undertaken’ to 
better shoe trade conditions. In- 
cidentally Frank Larkin sells “Free- 
man” shoes up and down the “Badger” 
state in no uncertain way and at the 
last annual convention of the National 
Shoe Travelers Association, Mr. Lark- 
in was elected to the vice-presidency. 
At the recent convention of the Wis- 
consin Shoe Retailers Association, 
Frank voiced a number of potent 
truths at the Wednesday night ban- 
quet held under the auspices of the 
Wisconsin Shoe Travelers Association. 

“Study and find your market,” he 
told the retail shoe merchants. 

“Build your business for the par- 
ticular needs of the community you 
serve. 

“It is not yours to compete with 
chain stores, but to operate in grades 
other than those handled by the chains. 

“Be sure the houses from whom you 
purchase your shoes have genuine in 
stock departments. 

“Today there is an entire revision in 
the manner in which business is done. 
The secret of success today is turn- 
over.” 

To which may well be added that 
business needs more Larkins in its 
ranks today for there is never any 
doubt on which side of a business prob- 
lem this type man is to be found. 


Frank J. Larkin 


HARLES F. 

MAHAR has 
recently joined 
the salesforce of 
The United 
States Shoe Co. 
and will sell its 
Red Cross line 
in Southern ter- 
ritory, including 
Tennessee, Ala- 
bama, Mississippi, 
Louisiana and 
Arkansas. 
Mahar has 
women’s shoes 
for 24 years. He has spent 18 success- 
ful years with the Julian & Kokenge 
Company, in the Southland, where he 
has an extensive acquaintance among 
store buyers and fellow salesmen. One 
of the interesting features about Mr. 
Mahar’s shoe selling activities is that 
he has always made his home in the 
town where his factories are located. 
This enables him to obtain a clear 
view. of the manufacturer’s side of the 
business, and to understand its. actual 
workings and the styling of the line to 
a greater extent than many other sales- 
men not so favorably situated. 


Charles F. Mahar 
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The Master Sales Key to Increasing Profits 


Menihan’s In-Stock Department 


Every number is In Stock ready to be shipped to 
Every style is the Menihan answer to present 
popular demand. 


X 2 } 
CRICKET s ial Process 


pec 
8-969—Brown Velvet with Brown 
Satin 22/8 Heel Medium Round Special 
Toe pecia 
8-069 —Patent Leather 


$4.75 
B-960—Black Velvet with Black Satin 
22/8 heel medium round toe ..$4.75  B-990—Gun. a Suee os. 
B-928—Patent with Light Black Calf 
4 Medium Round Toe.$4.85 
k Brocaded Satin with 
Black Satin 19/8 Heel. on 
jvecenee 


Toe 


— i 
-974—Light Black Calf 
3 Inch Heel, Round Toe 


COLIN Special 
6.925 Patent Leather with Imita- 


IMP 
tion Cut Steel Buckle 
B-828—Black Leather ly Medium Round 7 


26—Black Velvet 
ledium —e T 


VERLE 


Pettipoint trim $4.75 BALM 3 
pecial Prsnece $s 
Medium Round Toe B-903—Patent Leather $4 
Medium Round T 


BEECHWOOD Special Process MAXIE Spee 

B- aa Leather with Black B-982—Gun Metal Calf 
sa $4.85 B-983—Patent Leather 

B- -916—Black Calf with Black Patti. Combination lane 

‘oe 


edium Toe 


Leather . 
Heel, Round Toe 22/8 Heel, Medium Round Toe 





SIZES AND WIDTHS 


BAA 660002--5% to 8 B once ceeeee BH to KR 
BA coccece cS C08 C coccccceve dS te 8 
BM ceccceeed to 8 


Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN—ROCHESTER, N. Y. 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 
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Browns Sell Well in Columbus 


With Patent 


Mid-West Retailers Opti- 
mistic on Fall Outlook 
Kid, Suede and Vel- 
vet Cited 


CoLuMBUS, OHIO (UTPS)—Show- 
ings of Fall shoes at all of the larger 
shops in the down-town shopping dis- 
trict of Columbus has attracted a good 
deal of trade. A survey of the shoe 
stores showed that managers and mer- 
chandise men are very optimistic re- 
garding the Fall season and believe it 
will be much better than the Spring 
season. 

The clearance sales inaugurated late 
in July and early in August were very 
successful as a rule. Stocks were 
cleaned up and shoe merchants are pre- 
pared for a busy Fall season. The spe- 
cial sales were mostly in colored kids 
and novelties, as the white season had 
been so successful that there are com- 
paratively few white shoes to dispose 
of in the special sales. 

The features of the Fall season are 
brown kids, suedes and velvets. All are 
selling fairly well, with patents still the 
mainstay of the market. Vamps and 
heels are about the same as prevailed 
in the Summer season. 

J. C. Bell, manager of the Columbus 

Petot store, reports the Fall season 
opening in good shape, with browns 
and blues the best feature. Navy blue 
kid, suede or velvets are attracting a 
good deal of attention. Browns in suede 
and kid are also moving well. Straps, 
ties and cutout effects are all moving 
fairly well. Reptile skins, principally 
python, alligator, lizard and other 
snake skins are being shown. Some 
reptile trims are also features. 
_ The Fashion, managed by Joe Ryan, 
is showing a Fall line of considerable 
size and features brown kids and suedes 
as well as patents and reptile shoes. 
Patents are expected to be one of the 
best sellers during the Fall and early 
Winter seasons. Straps, ties and pumps 
are all selling fairly well. 

D. N. McDowell, manager of the 
Columbus Walk-Over Shoe Co., is 
showing a large stock of brown suedes, 
reptile skins and colored kids for the 
Fall trade. Patents still play an im- 
portant part in the selling scheme of 
this store, however. One of the nov- 
elties is the side buckle effect, which is 
very popular. The company is showing 
a large number of cutouts but of a 
different model from the Summer types. 
Heels in the better class of footwear 
are most popular around 14/8. 


the Real Mainstay 











50 Years in Business, 
Long Enough for 


reiner 


Columbus, Ohio (UTPS)— 
Almost to the day, marking 
the fiftieth anniversary of the 
opening of the business, Wil- 
liam J. Greiner, who operated 
a retail shoe store at 235 East 
Main Street, Columbus, under 
the name of W. J. Greiner & 
Co., retired from active busi- 
ness. He has sold his inter- 
est in the business to his ne- 
phew, Robert Greiner, who has 
been associated in the business 
for about 30 years. Mr. Grei- 
ner, who is now past 73 years 
of age, started the business 
in August, 1878, in a small 
storeroom at Fifth and Main 
Streets, the latter street then 
being known as Friend Street. 
The store developed and more 
space was taken in, but the 
business remained in the same 
building for the half century, 
and will remain there indefi- 
nitely. After conducting the 
business for 10 years Mr. 
Greiner took his’. brother 
Charles into partnership, and 
some time afterwards the lat- 
ter’s son, Robert, was admitted. 











The Columbus store of the Chisholm 
Co. is showing a large Fall line and 
business since Aug. 1 has been 50 per 
cent better than last year, according 
to J. M. Armour, manager of the store. 
Black suedes and velvets are the best 
feature, although frequent calls are 
received for brown kids and suedes. 
Patents are one of the best features. 


Cuts Out Women’s Shoes 


PROVIDENCE, R. I. (UTPS)—The 
Emerson Shoe Store, this city, is clos- 
ing out its entire line of women’s and 
misses’ shoes. A sale for this pur- 
pose has been held the past days. 

George N. Ford, manager, states the 
store started selling this line of shoes 





about a year ago. The business has so 
grown that it is crowding out the real | 
line, men’s shoes. For that reason the 
entire line is being sold out and dis- | 
continued. Mr. Ford finds it a good 
trade if space were available for both. 


Columbus Fall Style 
Show Is Abandoned 


Shoe Merchants Disappointed at 
Dropping of Semi-Annual 
Feature 


CoLUMBUs, OHIO (UTPS)—Retail 
shoe dealers in Columbus, and espe- 
cially those in the down-town shopping 
section, are very much disappointed 
that the Columbus Retail Merchants’ 
Association has decided to abandon the 
Fall style show, which had been a well 
established institution among the 
ready-to-wear shops and department 
stores of Columbus. In recent years 
shoe departments have cooperated in 
the style show with appreciable bene- 
fits in larger sales of stylish footwear. 

The former method was to have a 
“Style Evening” during which time all 
down-town stores were opened for non- 
selling and when displays of styles by 
living models was the rule. Show win- 
dows were used to good advantage in 
the showing of merchandise. 

Last Spring the event was changed 
to a week’s show, held during the reg- 
ular business hours in connection with 
regular selling. This type of show was 
favored by a number of merchants and 
it was decided to give it a trial. But 
owing to the cold weather—it being 
held the last week in February—and 
the fact that not complete cooperation 
was secured from merchants, the affair 
was more or less of a failure. Accord- 
ingly, merchants being unable to agree, 
the style show this Fall was called off. 

The F. & R. Lazarus Co., however, 
will put on a style show on the evening 
of Sept. 24, when all apparel depart- 
ments will participate. Not the least 
of the show will be the display of Fall 
shoe styles and models. 


E. Pinet at Cleveland 


CLEVELAND, OHIO (UTPS)—E. Pinet, 
Parish shoe manufacturers, are ex- 
tending their retail stores into Ohio. 
Cleveland will be the hub of the Buck- 
eye group which will include branch 
stores in Akron, Toledo, Cincinnati and 
Columbus. Each city will have its own 
incorporated company and will be gov- 
erned from the Cleveland office. The 
state head will, in turn, be controlled 
from New York, which is the main 
office in this country. 

The Cleveland company was incor- 
porated on Aug. 6 under the style of 
The Marnett Co. Authorized capital 
was listed at $30,000. Store space has 
been leased at 1708 Euclid Avenue and 
arrangements for a Sept. 1 opening are 
being made. Direct products of the F. 
Pinet company at Paris will be handled. 
Stores in Akron, Toledo and Cincinnati 
are expected to be opened by Jan. 1 
with a Columbus store following. 
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Let Go!— 
And Get It!! 


Profits depend on foot relief, which in shoes or of any non-adjustable supports, 
turn depends on proper support for weak Don’t hang on to something that does 


arches. This is not attainable without ac- not do the job and let those extra prolits 
curate fitting and adjustments which are go elsewhere. They are within your 
beyond the limitations of arch support reach. Reach out and get them! 


A nominal investment provides a * The 100,000,000 circulation of 
sufficient stock of supports and an ir Dr. Scholl’s National adver ising 
Arch Fitter for their adjustment. includes most people in your town. 
Write us for complete data on Weare the World’s largest acdver- 
practical foot correction. ’ tisers in the shoe trade. 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 


Check up on the next twenty customers who complain of 
weak arches, or tired, aching or burning feet. It’s twenty 
to one that no two of them have the weakness or strain 
in exactly the same place, or require exaclty the same 
elevation, yet foot relief depends on exactness in fitting 
the appliance to relieve the strain, and correction upon 
exactness in adjusting the appliance to gradually in- 
creased elevations as the condition improves. Under the 
tutorage of our Educational Department your salespeople 
will quickly acquire knowledge in fitting and adjusting 
Dr. Scholl’s Corrective Foot Appliances to all foot con- 
ditions. The medical profession throughout the world 
endorses the Dr. Scholl System. 


With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- 
ances may be adjusted in a moment for an exact fit 0 


* : . aoe 
9 to increase the elevation as the condition of the foot in- 
GO proves. Repeating this service over a course of several 
weeks firmly cements the customer to the store. 


R 
Let S Oo é al THE SCHOLL MEG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 
é ft 62 W. 14th St, New York 112 Adelaide St, Eas {oroms 
-4 Giltspur St., London, E. C. 
s & Branches in ihe leading cities of the world 
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Distinctive Panor 
Store Is Opened 


MINNEAPOLIS, MINN. (UTPS)—The 
Panor Shoe Co. has opened a new store 
at 812 Nicollet Ave. At present it is 
continuing the store at 620 Nicollet. 
The new store is similar to the general 
style adopted and already in operation 
on a less elaborate scale at Superior, 
Wis., Sioux Falls, S. D., Omaha, Neb., 
and Des Moines, Iowa. Fred Panor is 
manager of both stores here. Ulti- 
mately the style will be adopted at the 
stores in Duluth, Minn., and St. Paul. 

[The distinctive style effect is the 
French vogue with red, black, green 
and gold colors. The general tone of 
the store is dark, with false walls 
decorated in the sametone. The carpet 
is a Wilton built for the space in 
checkerboard effect with black and red 
squares. Mitred mirrors dot the 
walls with elaborate lighting overhead, 
and floor lamps, an equipment of Louis 
XV chairs and settees, and cigaret ash 
stands for those women who may wish 
to smoke. 

A striking deep entry has a high light 
colored groined ceiling and red tiled 
floor. Entrance is through narrow glass 
doors on each side of a broad plate 
glass window. The display windows on 
each side are zigzag with 16 different 
faces. Two single wall mirrors and 
one double mirror set off each side 
of the entry with walnut trims and 
cream stucco walls. The floors are gold 
cloth edged in color. Overhead are 16 
single throw down brilliant lights in 
each window. One card indicates the 
store fits narrow feet. Another reads: 
“Quality and Style—None is more than 
$7.” The only show of stock inside 
is the case for buckles and shelves for 
hosiery at the left of the entrance. 


Frank Werner Ce. 
Opens Oakland Shop 


San Francisco, Cat. (UTPS)— 
Growing from one store to three in 
San Francisco, The 
Co. on Wednesday, Aug. 22, opened a 
new store across the bay in Oakland, 
at 1960 Broadway, and several special 
price inducements marked the opening. 

At the same time the three San 
Francisco stores participated in the 
same event by offering similar lines, 
because the opening of the Oakland 
store had been timed so that it fell 
within the “18th Anniversary Week” 
of the Frank Werner Co. During th° 
same week was held Frank Werner 
Co.’s “exposition of the new for fall 
in beautiful shoes.” 





Bill Hogan Opens 
“Brown-Bilt” 


YANKTON, S. D.—William P. Hogan, 
better known here as “Bill,” and for- 
merly in charge of the Fantle store of 
this city, recently returned to “his old 
home town,” to open up a “Brown-Bilt” 
shoe store here. Mr. Hogan was re- 
cently in the retail shoe business at 
Sioux Falls. Mr. Hogan carries 
Brown-Bilt” shoes for men and 
Women, as well as “Buster Brown” 


shoes for boys and girls, and on the | 


opening day distributed toys and other 
souvenirs to his customers. 





Frank Werner ; 


|in all 


LAKE SEEWHOSHERE.—Special 
radio dispatch to the RECORDER.—This 
beautiful moonlight picture was taken 
just before the third chorus of Sweet 
Adeline. The party in the motorcycle 
rushed down to the shore to greet the 
party in the motor boat. Said motor 
boat is alleged to have brought back a 
full cargo—of memories only. 

It was Alfred J. Ruby’s party, 
hastily collected in Chicago from among 
the visiting firemen, so a good time 
was had by all. 

Reading from right to left and quot- 
ing the most excellent host, we dis- 


Potter’s, a New Company 


SPRINGFIELD, OHIO (UTPS)—Pot- 
ter’s Shoe Shops, jne., is the name of a 
new corporation formed here with an 
authorized capital of $25,000 to deal 
kinds of shoes, boots, spats, 
hosiery and accessories. Incorpora- 
tors are Edwin F. Potter, Mabel Y. 
Potter and Frank L. Nevius. 


T Ye al 

New Cinderella Shop 

TEMPLE, Tex. (UTPS)—The Cin- 
derella Boot Shop has been organized 
here. The new concern is capitalized at 
$3,000. P. M. Cohen, N. A. Flood and 
N. A. Flood, Jr., are members of the 
new concern. In addition to carrying 
a full line of footwear, the concern is 
handling a line of hosiery. 





Sells 75% Pumps 


BEAUMONT, TEX. (UTPS)—One of 
the new fall shoes that is having a big 
demand in the National Shoe Store is 
a high heel pump. This shoe is with a 
black patent vamp with a pearl grey 
binding about the vamp that ends in 
a bit of a bow at the side. The quarter 
is of transparent velvet dotted with 
small colored squares of red and grey. 

L. Toplitz, manager, says he is sell- 
ing 75 per cent pumps. He is having 
his strongest run on patents and satins 
with light sales on reptiles. Toplitz 





} 
| 


| 


is finding satins to be a favorable early 


run on satins beginning with Novem- 
ber. 


number and expects to have a second | 





Seven-Up—All Shoe-ists 





“First, myself, of no account. 


cover, 
Next to me is Jack Slattery, Newark’s 
famous shoemaker, part of the concern 


of Johnson & Murphy. Next to him is 
Fritz Kauder, maker of fine shoes for 
children. Then comes George Mustoe, 
one of the leading lights of the Coward 
Shoe Co. Next is M. Lapidus, of the 
House of Lapidus in New York. Be- 
side him is one of God’s noblemen, my 
partner Edward A. Bernstein of De- 
troit. On the end is none other than 
Edward Hayes, secretary to Mr. Slat- 
tery and New York salesman for John- 
{ son & Murphy.” 





|Third Baker Store Is 
Opened in Texas 


SAN ANTONIO, TEx. (UTPS)—After 
two years successful operation of two 
stores in Houston, Tex., the Edison 
Brothers Company, of Atlanta, Ga., 
has recently opened a third store in 
the chain of Baker Shoe Stores in 
Texas, at San Antonio. 

The local store has one of the best 
| locations in the city, being housed on 
the ground floor in the corner of the 
Maverick building at the intersection 
of two main business streets. 

Care was taken to make the store 
attractive. Having a high ceiling, a 
balcony was built which with a green 
grill railing gives a Spanish effect 
| that is in keeping with San Antonio. 
Reserve stock is stored on the baleony. 

The main floor stock is in open 
shelves which are finished in light 
walnut with full-length mirrors at in- 
tervals. The walls below the balcony 
are mottled tan. The nile green em- 
ployed on the grill was used on the 
walls above the balcony, metal work 
of electric ceiling fans and the ceiling. 

Robert S. Lambert, of Atlanta, is 
manager. He has a sales force of 
seven men and one girl. 





New Shoe Stores 
| M. Levite (The New Pollock’s), 3 
North Main Street, Greenville, S. C. 


Brown Bilt Shoe Store, Third Street, 
D. (William P. Hogan, 





| Yankton, S. 
| in charge.) 
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CRYSTAL BUCKLES 
The Latest Novelty for Footwear 


Manolis Crystal Buckles look very attractive and 
the prices are right. We have other designs 
besides the number we are showing. The price 
for the Style 793 as illustrated is $24.00 dozen 
pairs, and the prices for the other crystal buckles 
range from $24.00 to $26.00 dozen pairs. 


We also have a very large line of Rhinestone 
Shoe Buckles, priced from $6.00 to $24.00 dozen 


pairs. 
Rhinestone Vamp Ornaments— 
$2.50 to $9.00 Doz. Prs. 


Rhinestone Strap Ornaments— 
$4.50 to $9.00 Doz. Prs. 


Press Steel Buckles—$5.40 Doz. Prs. 
Metal Buckles—$3.60 to $4.00 Doz. Prs. 


Genuine Cut Steel Buckles— 
$1.00 a Pr. to $17.00 a Pr. 


The time is drawing 
near to stock up on 
our reliable 


SPATS 


Manolis Spats 
are cut to full 
height an d 


as follows: 


Style 110, Felt, Pearl Grey, Taupe and Fawn...$11.50 Doz. 
Style 110, Felt, Black and Brown 11.00 Doz. 
Style 113, Felt, Pearl Grey only, Four Hand- 
Sewed Buttons 13.50 Doz. 
Style 112, Cloth, Five Shank Buttons, ‘ 
Brown, Grey, Fawn and Pearl Grey 15.00 Doz. 
Style 114, C oth, Leather Trimmed Throughout, 
Four Flat Hand-Sewed Buttons, Fawn and 
Pearl Grey 2 
Style 114-A, Extra Heavy Cloth with a Leather 
Top. Lland-Sewed Buttons, Fawn and Pearl 
G 24.00 Doz. 


rey 

Style 116, Light Weight Box Cloth, Medium Grey 

only, Leather Top 24.00 Doz. 
Style 115, Genuine English Box Cloth, Fawn and 

London Grey, Leather Trimmed Throughout, 

Four Flat Hand-Sewed Buttons 30.00 Doz. 
Style 117, Cloth, Four Flat Hand-Sewed Buttons, 

Fawn and Pearl Grey 16.50 Doz. Prs. 


MANOLIS MANUFACTURING CO. 
4248 N. Crawford Ave. Chicago, II!. 


Shoes—Rubbers—Accessories 


AUCTION 


held every 
Wednesday and Friday 


AT THE 
SHOW ROOMS OF 


HENRY LILLY CO. 
110 DUANE ST. NEW YORK 


Over 60 Years Experience 








Women Say 


They will never wear anything 
except Greeley Boudoirs, after 
their first pair of these standard, 
comfortable slippers. In black 

or colors, with leather or 


IN rubber heel. Your jobber 
STOCK should have them—if 


not, write us. 
36 Pair Cases 





A. W. GREELEY 


12 Duncan St. : Haverhill, Mass. 





a OX 





of growing children 
and ¢ 


tilated shoe, the 
Burkley Ventilated 
Foot Developer is 
unexcelled. 
known surgeons 
recommend its use 


Make your stock 


ing your order today. 


Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street 


of children’s shoes | 
complete by send- | 


Brockton, Mass. 


As a sturdy sup- | 
port for the ankles 


as a fully ven- | 


Well | 


| 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able tc 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
erope in the dark 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations 
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Brown on Call in 
Cincinnati Shops 


CINCINNATI, OHIO—Shoe retailers in 
this section have complete lines of Fall 
footwear on display. Light shipments 
started coming in the first week of 
August and later in the month ship- 
ments grew heavier. Black is strong- 
est of the new arrivals, although tan 
and brown constitute quite a large part 
of the shipments. A few shoppers are 
calling for Fall footwear and it is re- 
ported that the majority of these are 
for the new shades of brown. 

Merchants were fairly successful in 
getting their stocks cleaned up, al- 
though some will continue their sales 
into September. Very little white is 
being carried over and a clean sweep 
was made of sandals. 

A large corner show window at the 
Smith-Kasson Co. is being devoted ex- 
clusively to the display of smart 
Autumn footwear. Black dominates 
with patent first, followed by suede 
and reptile and a little satin. The most 
noted of the brown family is suede with 
narrow kid piping. Combination ox- 
fords of reptile and kid are also to be 
seen. Some dark blue kid is being 
shown and combinations of green or 
blue suede with reptile of the same 
color are in evidence. Smith-Kassons' 
display is pretty well divided among 
pumps, straps and ties and very few 
heels are above 18/8. 

The Potter Shoe Co. is showing all 
the new shades of brown and tan in 
their Rookwood models to retail at 
$12.50. Black patent and brown kid are 
equally prominent and some suede is on 
display at Potter’s. 

The Mabley & Carew Co. has some- 
thing entirely new in straps. Viewing 
the shoe from one side it has all the 
appearance of a three-strap, but from 
the other side only one strap is visible, 
and only one button is used. Many 
pumps with different types of orna- 
ments and Cuban heels are being dis- 
played at Mabley’s. 





Knoxville Store 
Finds Blue Big 


KNOXVILLE, TENN. (UTPS)—Navy 
kids have easily held the lead during 
the past two weeks at the Peacock Shoe 
Shop, Clinch Avenue, and are taking 
many of the sales that formerly went 
to patents at this season. This demand 
for blue, says Julian Bryan, of that 
shop, is by far the most pronounced 
of any that has occurred during the 
year, since hitherto calls have been 
pretty évenly distributed over the va- 
tious types shown by the store, and 
from all indications the movement will 
hold up through the late fall and prob- 
ably into the winter season. 

Browns will of course have their 
customary inning a little later on, and 
whether the navies will break into 
their sales remains to be seen. The 
numbers shown are in all navy, and 
of these one with rounded toe and 
lizard strap has received particular 
favor, numerous reorders having been 
necessary. A plain navy pump with 
seventeen-eighth heel is also being 

tked, since this type shoe moves 
easily here no matter what the season. 
A buckle which is being shown for use 
with the pump employs a pear! decora- 


White Boot Shop Open 


AusTIN, Tex. (UTPS)—The White 
Boot Shop is Austin’s newest shoe | 
store, having been opened here this | 
past week. The White Boot Shop is| 
located at 109 W. Sixth St. Joe Nel- 
son, a well known shoe salesman in 
Austin for several years, is manager | 
of the new shop. 


A wide range of novelty footwear | 
for women ranging from six dollars | 
to twelve dollars and fifty cents is| 
stocked. The White Boot Shop will be | 
the exclusive dealers for “Foot Friend” 
corrective shoes for women. This 
store will also sell “Acrobat” shoes for 
children, and Nunn-Bush shoes will be | 
the leading shoe for men. 

A line of “Vanette” hosiery has been | 
purchased, while a complete line of | 
shoe accessories is displayed. 














| 


Ground Gripper Store 
In New Location 


SAN FRANCISCO, CAL. (UTPS)—The 
only San Francisco Ground Gripper 
store has moved to the second floor 
of the Phelan building. C. H. Fontius, 
manager. This store features fitting 
7 by mail—by means of a fitting 
chart. 


Branch Store Closed 


SAN Jose, Cat. (UTPS)—The Shoe 
Den, which has conducted a branch 
store at 10 West San Antonio Street, 
has closed the branch and will deal ex- 
clusively at its main location, 56 East 
Santa Clara Street. The firm caters to 
men only, and carries a complete line 
of footwear for dress, work and sports 
wear. 











The Trend of 


Hide Prices 




















Packers Packer. — 
Week Heavy ee ‘acs va ' me 
Ending pete Geum Texas Country 
eers Steers Calf Skins 
1927’s lows .| 14 12 18% |14 -17 
June 16..... 22% 22 22 24 -30 
June 23 224% 22 22 24 -30 
June 30..... 22% 22 22 24 -30 
ae 24 231% 23% 1/125 -81 
July 14..... 24% 24 24 26 -31% 
July 21 ..... 24% 24 24 24 -31 
July 28..... 24% 24 24 24 -30 
ae eee 23% 221% 22% |24 -30 
; | oe 231%, 22 221%, |24 -80 
Aug. 18..... 23% 22 2214 |24 -80 
Aug. 25 .....| 24 22 2234 |24 -30 
One year ago| 20% 18% 19 20 -23% 

















tion against the navy suede_back- 
ground and is expected to sell well, 
since it provides the highly decorative 
means of making the pump a two-pur- 
pose shoe. Two other strap numbers 
in navy feature, one, the modified toe 
and high heel, and the other, the lower 
heel for street wear. Navy hose in 
the exact shade of the shoes is being 
offered in the hosiery department, but 
the lighter shades are still holding the 
sulk of the sales. 


Nisley in Houston 


Houston, Tex (UTPS)—Nisley’s 
shoe store was opened at 610 Main St., 
Houston, on Aug. 23. This store is 
one of the chain of Nisley Company 
Stores that are now located in forty- 
three cities of the United States. 

W. F. Heaton, formerly assistant 
manager of Nisley’s, Columbus, Ohio, 
is manager of the new Houston store. 
A full line of shoes, hosiery, ornaments 





and house shoes have been stocked. 





A Call for “Heavies” 

INDIANAPOLIS, INp. (UTPS)—The 
fall shoe business is well under way 
in this city, with men buyers demand- 
ing the heavy type of footwear, that 
will be worn throughout the season. 
Black and tan continue to be the lead- 
ing colors, with an occasional call for 
the dark tan. The demand seems to 
be divided very evenly between black 
and medium tan, in heavy scotch grains 
with heavy soles. The college trade 
are demanding the brogueish type in 
oxfords with wing tips, and an abund- 
ance of perforation. College boys are 
only interested in the oxford with heavy 
soles and wing tips, with the more ma- 
ture men buying the same built shoe 
without the perforated tips. 

The call for black patent leather 
footwear for ladies is far beyond ex- 
pectations, with black suede and tan 
calf increasing. Some dealers say 
about 50 per cent of the calls are for 
black in ladies footwear, and it ap- 
pears as though women have tired of 
the high colors worn during the 
summer. 
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WINDOW CARD) 






We have 
“a Choice .T 
. selection T 















‘Big Sisters” 
School Wardrobe 








SERVICE No. 1B 


$5 00 10 Cards (7” x 11”) 
. 


SERVICE No. 1 


8 cards (7” x 11”) 
$ 4.00 





rina 


2 Art Card holders, blue- 
mottled burnished gold or 
silver trim, with store name, 


4 card holders, burnished 
gold or silver, with store 
name, if desired. 








per month if desired, felt lined bot- per month = i 
($48.00 per year) toms. ($60.00 per year) 100 blank price tickets. No. 3- 
‘ Extra Card Holders by Special Arrangement = 
Same as No. 1 with Same as No. 1B with 

SERVICE No. 1A prices printed on tickets. SERVICE No. 1C prices printed on tickets. No. 5 
12 each of any 6 prices. $4.50 per month. ($54.00 12 each of any 6 prices. $5.50 per month. ($66.00 No. 6- 
the year.) the year.) No. 7— 
No. 8— 





eo per month 
faremnee ($60.00 per year) 
Service 

No. 3. 

Store SERVICE No. 3A 


frame if 
desired. 





NOTE—Art Card Holders furnished with 
Service—No. 1, 1-A, 1-B, 1-C 


SERVICE No. 3 
$5 00 10 Cards, 4 Art Frames, blue mottled finish, Gold or 


Silver Trim. 100 Blank Price Tickets. 

















$5.50 


— per month 
($66.00 per year) 


Above Card Service with Printed Price Tickets, 12 «: 


of any Six Prices. $5.50 per Month ($66.00 the Ye: 
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NCREASE SALES 


Recorder Show Cards Are Artistic—and of Different 
Design, with New Selling Messages Each Month 


i They are colorful—full of life and action. 


| The art work on them is done by illustrators, 
| not card writers. 


| They are distinctly high class in every par- 
‘ticular. 


They will add tone and selling power to any 
window display. They are designed to har- 
F monize with the finest of window fixtures 
| and trims. 


Single Show Cards 


75¢ Each 


Postage prepaid 
Immediate delivery 


Select any of these subjects by number 


Women’s Men’s 
No. 1—Step Into Autumn No. 9—Correct Dress 
No. 2—Style and Beauty No. 10—Tan Shoes 
No. 3—Campus Footwear , 
No. 4—Oxfords—Daytime Suits 
Children’s 


General 


No. 5—Authentic Styles 
No. 6—Autumn Footwear Needs 
No. 7—Business Built on “Fair 


No. 11—Safeguard Little Feet 


Hosiery 
Play” P : , 
No. 8—Footwear Materials No. 12—Authority on Hosiery 





Annual Card Service is exclu- 
sive for one merchant in an 
_average size town, suburb or 
metropolitan shopping center. 
First month’s service sent sub- 
ject to 5-day approval to any 
well rated merchant. 


MERCHANTS SERVICE DEPT. 


BOOT AND SHOE RECORDER 
CHICAGO 





189 W. Madison St. 





Two Color 
Printed Price Tickets 


(Shown above in actual size ) 


Any prices wanted 
$1 to $22.50 
6-doz. assorted $1.10 





12 each of 6 different prices 
85c 


12 of one price, 15c 
Cash or stamps with order 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling Mes- 
sages" card service No. for one year, consisting 
of cards each month, and 2 art card holders, with 
the first month’s service, beginning with cards for Sep- 
tember, for which we will ‘pay $ per year, payable 
$ per month. 














Option for cash in advance full year's service:— 
Recorder Stock Record Book, or 5% discount. 
We sell Men's, Women’s, Children's shoes, buckles and 
hosiery. (Cross out lines not carried.) 
We prefer:—Card holders, or art easels (gold) (silver). 
Place following initials om easels (not more than two) 
ree rere a Store name on card holders ............. 


Cua eaea se eeescesessesseseeeseeseesessseresessy 


(Sept. Ist issue) 











90 


BOOT -AND SHOE RECORDER 


September 1, 1928 








FA BFE OP A A ee a 


WHERE TO BUY 
Men’s Shoes 


ll eel 


al hl lee 


Shoe «Market News 
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The on foe 
WONEST ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 





$00 psunce MOMr | 
KUMFORT-ARCH SHOE 
KK _ << 








MADE ExtivSivany BY THE 
EMERSON SHOE MFG CO 
ROCKLAND, MASS. 





























SHOE 


(P) cringe 
BROCKTON —___.. 


pana 
BOSTONIANS 
SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


N. ¥., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Finer Grades 
of Footwear 
Gain in Lynn 


New Art in Styling Shoes 
Developing; Blue Ranks as 
a Leading Color 


LYNN, Mass.—Four firms, making 
the finer grades of shoes, are each in- 
creasing their output, which shows the 
gain of the grade up movement here, 
as well as the way that buyers are de- 
manding shoes of more excellence of 
quality as well as style. 

There is something unusual going on 
in Lynn shoemaking. A new art in 
footwear is developing, not a new art 
in shoemaking but a new art in adorn- 
ing the feet. Staples, with some ex- 
ceptions, have vanished. Novelties have 
become common. A new type of foot- 
wear, different from any that has been 
seen before, is appearing. It looks as if 
the women’s shoe industry were enter- 
ing upon another new era. 

Colors are reported by one leading 
style maker in the following order: 
blue, on suede or kid; black suede, pat- 
ent leather, brown on suede or kid. 
green, reptiles, especially alligator, and 
art fabrics. 

This is the first time in the history 
of Lynn shoemaking that any manu- 
facturer has reported blue as its first 
and foremost color. It is taken as a 
sign of the new power of color in foot- 
wear fashions. Selection of colors is an 
art which follows no rule. excepting 
that of good taste. For illustration, 
shoes are not of one tone all ovr of 
blue, or black, or brown, or green, but 
are of two or more tones of the color 
blended and balanced according to that 
sense of color value with which the 
maker is blessed. The man who knows 
his shoes must now also know his col- 
ors. 

Tvpes have changed too. For in- 
stance, oxfords and ties, which are 
gaining just now, are not at all like 
the familiar oxfords and ties. being 
light and dainty of line and fascinating 
of color. Their vamp and quarters, in- 
stead of being units of leather, are of 
several pieces, and are piped. pinked. 
appliaued. scrolled, perforated. woven 
or otherwise adorned. Indeed, the shoe 
itself is an “ensemble.” 

There are new square toes, new 
short toes and new round toes, and also 
new heels 14/8 high, and new heels 
20/8 or more high, and short coupled 
shanks, and other points. smart and 
novel in design. But it is the ensemble, 
and not the detail. that tells the storv. 

Among the new bootee models are 
a cowboy tvpe, an eicht-eyelet, lattice 
front model, one-of black velvet, and 

. another whose top is fancy stitched all 
over. 








M. L. Donovan with 
Cambridge Rubber Co. 


New York, N. Y.—M. L. Donovan, 
for the past eight years associated with 
Hanan & Son, has been made sales 
manager of the 
Cambridge Rubber 
Sales Corporation, 
New York, with 
the auxiliary duty 
of aiding in the 
styling of the line, 
In this connection 
his past experience 
in the shoe field, 
covering connec- 
tions with the Fed- 
eral Export Com- 
pany, E. T. Wright 
& Company and 
the United Shoe 
Machinery Corporation, gives him a 
background of shoe styling, which he 
has carried over into the rubber field. 

“Style and fit,” said Mr. Donovan, 
“are just as important in the protec- 
tive footwear field as they are in reg- 
ular shoes. Patterns, colors and lasts 
in rubber footwear must conform, as 
do shoes, to the trend in the major ap- 
parel lines. A woman, today, selects 
her protective footwear from the style 
standpoint, principally, and _ therefore 
style in rubber footwear has become 
the most important factor in its pro- 
duction and merchandising. It is my 
intention to adapt the principles of fine 
shoe making and designing to protec- 
tive footwear.” 

The company has taken a lease on 
increased space at 125 Duane Street, 
and will carry an extensive in-stock 
line in the enlarged quarters. 

J. H. Willett has been appointed spe- 
cial factory representative throughout 
the Eastern district. 


Ault-Williamson Set 
Two Convention Dates 


AUBURN, ME ~The Western and 
Southern Division of the Ault-William- 
son Shoe Co. sales organization will hold 
its semi-annual convention at St. Louis, 
Sent. 6, 7 and 8. The eastern division 
will convene at Philadelphia Sept. 9 
and 10. 

The district sales managers and 
sales representatives in each division 
will meet the company executives for a 
consideration of current and future 
styles, conditions and policies. 


M. L. Donovan 


Vogel Back from Europe 


MILWAUKEE, Wis.—Charles 
Vogel, son of Fred Vogel, Jr., 0! 
well-known Pfister & Vogel Leat 
Co., has recently returned to business 
after a seven-months’ honeymoon trip 
to Europe. 
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Miles of Tape 


Lynn, Mass.— Adhesive 
Products Co. nas moved to the 
Hilliard & Merill Building, 130 
Eastern Avenue, where it has 
prepared to make miles and 
miles of adhesive tape for re- 
inforcing shoes. 

It seems that since leathers 
have become light and glovey, 
it has become necessary to stay 
the seams with tapes of one 
sort or another. The practice 
corresponds to that of tying 
the steel skeletons of sky- 
scrapers with stays, or rods, 
of metal. 








:.. 





Cincinnati Factories 
Continue Highly Active 


CINCINNATI, OHIO — Production re- 
mains high at shoe factories in this sec- 
tion and orders continue to come in in 
fairly good volume. One or two plants 
are sold up to Nov. 1, but the majority 
have sufficient orders on hand to keep 
them busy only two or three weeks. 

Footwear for early Fall sales was 
shipped in August and shipments for 
the month were extremely heavy. Some 
merchants who placed orders earlier for 
Sept. 1 delivery have been wiring man- 
ufacturers not to wait until that date 
to ship, but to send them out as soon 
as possible. 

Earlier in the season lizard was being 
bought sparingly, but nice orders are 
now coming in for this from different 
sections of the country. Both brown 
and black are popular either used alone 
or with other leathers in making up 
combinations. One large manufacturer 
says that lizard is the big surprise 
seller at present and other reptiles will 
come in for their share of business a 
little later. 

Black continues to cop the majority 
of orders, with patent weakening 
slightly. Ooze calf and gun metal kid 
are getting a little attention and a few 
orders for velvet are coming in. Black 
suede and kid are as strong as ever and 
orders for satin are on the increase. 
Kid and suede are very good in the 
new shades of brown and kid and suede 
combinations are more in demand than 
they were for a while. Orders coming 
in at present show that the demand 
for ties is increasing. 





Start Branch Factory 


HAVERHILL, Mass.—The Slipper City 
Shoe Co., manufacturers of women’s 
turns and McKays, has started a branch 
factory in Seabrook, N. H., taking over 
the old Greeman factory, until recently 
occupied by the Buckley Shoe Co. The 
Slipper City plant is one of the busiest 
in the local industry, its dual lines 
meeting with wide popularity in the 
trade. 

The Little way process was intro- 
duced in the manufacture of its McKay 
lines, and the new method of shoe 
construction has met with success. The 
firm is the first in the local industry 
to apply this new method which is be- 
coming popularized by several large 
Massachusetts firms. 








Black Leading in 
St. Louis Production 





Demand for Blue Larger Than First 
Anticipated 


St. Louis, Mo.—Washington Avenue 
with its wholesale shoe district is bris- 
tling with business, which for the most 
part means shipments. Shipments are 
as good as, or slightly better than, a 
year ago. The enthusiasm for this 
prosperity is somewhat dampened by 
the slowness with which orders are 
being received. Slowness means a 
comparison with figures of a year ago. 
It is not as pronounced in women’s 
shoes as in men’s. In fact, some fac- 
tories producing women’s shoes are 
bulging with orders. 

Lack of orders has caused no alarm, 
but the executives of the large houses 
are commenting on the situation. A* 
temporary condition is an accepted ex- 
planation to which all agree. Agricul- 
tural bumper crops and general better- 
ment in rural districts are pointed out 
as exact signs of improvement. Sales- 
men in the field support these claims, 
according to those who crack the whip 
over the selling forces. 

General line houses say black leads 
all other styles in the demand. This is 
followed with naming patent as the 
best choice in the call. Fifty to 60 per 
cent of the volume was the figure in 
one large house. Style selectors reg- 
ister satisfaction these days as pre- 
dictions earlier in the season hovered 
around these figures. To prolong the 
life of merchandise, men make buys 
and predictions come true. And it looks 
like a season when they can gleefully 
and profitably explode with “I told 
you so.” 

The brown field placed second a 
month or two ago holds exactly that 
position in the selling today. More 
strength may be displayed than pre- 
dicted, but no upset in buying judg- 
ment has as yet been observed. 

This blue demand is somewhat un- 
nerving, especially when the original 
stocks have already been badly de- 
pleted. Few, if any, have sensed the 
heavy demand for blue shoes and al- 
ready additional cutting has been 
placed in available factories. “We 
have cleaned up our blue shoes and 
have placed additional orders for rush 
delivery,” this from one of the large 
houses. 

When a general line house stocks a 
shoe there is usually a definite trend 
for that style. A burgundy and a bottle 
green kid pattern was adopted by the 
merchandise department in one of the 
biggest houses. Velvets are better than 
expected,, and apply this statement to 
the fancy satins. Brown, black and 
blue velvet are the colors best liked. 





Charles Carroll Dead 


CoLuMBus, OHIO (UTPS)—Charles 
Carroll, aged 47, a representative of 
the United Shoe Machinery Co., died 
at his late residence Aug. 24, follow- 
ing a two-day illness. He had been 
connected with the United Shoe Ma- 
chinery Co. for about 12 years. He 
was a musician and was a member of 
the National Guard band. He leaves 









WHERE TO BUY 
Men’s Shoes 





/Frsteany PROFITABLE 
BUSINESS IS WANTED SELL- 
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WHERE TO BUY 
Ballet Slippers 








Im Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOP ©CO., INO. 
147 Duane &t., 
New York, N. Y. 

















BALLET SLIPPERS— IN STOCK 


of the unusual kind 
8102 Bik. Kid Head Tere 
Seft Tee 


Child’s 6 te ti—¢i 

M sees He Fy t | 

Women's te &—i 
Ales Hard Tes 
SCHWARTZ &2 HERDER, Ine. 

8 lists im Ballet Manufacture 

th St., Philadelphia, Pa. 










BROOKS’ BALLET 
SLIPPERS 


IN STOCK 


Made on 
Right and 
Left Lasts 





No. 600—Black Kid 
Women’s Misses’ 
$1.45 $1.40 


White Kid—30c. extra 


BROOKS SHOE MFG. COMPANY 
1725 No. 6th St., Philadelphia, Pa. 
Western Distributing Branch 


1162 So. Hill St., 
Los Angeles, Calif. 


Childs’ 
$1.35 

















his widow, a daughter and four sons. 





it 






Rights and Lefts 
Two Grades 


Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
1.85 180 1.25 


In Stoct 
325 West Monroe 


wh. 
SUMNER 
Chicago, Ti 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 





Men’s Ail Leather House Slippers 
HAN STOCK 
Romecos — Operas 
Everetts 
Golden Brown Kid 
—8 Iron Sole — 


samples. 
notn & ROSKAweau SHOE CO. 





Manufacturers 
124 N. 3rd St., Philadelphia 








Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—2%%4-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 








O* the Better Grade 
For the Better Trade” 


si ~~ 
{ 


Best~Ever 


Slipper Co. mn. 
75 Front St. 
Bklyn.,.Y. 





PARISTYLE FOOTWEAR MFG. CO., INC. 


20-00 Wan ten be Maw Tork 
es ow 
HIGH GRADE TURN MULES and D'ORSAYS 
Satins, Kids, Brocades and Fancy P: 
$27.00 per doz. and up 


WHERE TO BUY 


Store Fixtures 


HAVE YOU A COPY OF TH} 
NEW GOODWIN CATALOG 
SH‘ TORE FIXTURES 


TALLATIONS 


| 
| 
| 





Alligator Leather in 
Low Priced Shoes 


Haverhill McKay Makers Using It 
Generously 


HAVERHILL, Mass.—The local indus- 
try, with the exception of a few manu- 
facturing units, is traveling at near 
capacity and will, it is predicted, con- 
tinue at a high production level until 
Sept. 15. The cheap and medium grade 
McKay shops are traveling top speed, 
production being limited only by the 
ability to get the shoes through the 
stitching rooms, or the availability of 
raw materials. The turn plants and the 
better grade McKay shops do not show 
the same volume, although these plants 
are moving rather briskly. 

Alligator leather has this week be- 
gun to figure more prominently in the 
cheap and medium grade McKay lines; 
one manufacturer reports 40 cases out 
of an order of 120 cases being on all- 
over alligator shoes, the remaining 80 
cases being on ten different patterns. 

Black patent is about 60 per cent of 
all the cutting, with ooze calf, kid and 
satin following. Step-in patterns are 
very popular; narrow strap effects; and 
gores in very wide range of styles. 

The outlook for business beyond the 
Jewish holidays is regarded hopeful by 
local shoe men. 


Lilly with Barnet 


NEW YORK, N. Y.—To add a diver- 
sified line to its present production of 
ealf leathers the Barnet Leather Co., 
Inc., in the future will also tan pat- 
ent leathers and side leathers on a 
large scale. 

In this new development S. M. Bar- 
net becomes chairman of the board of 
directors, and J. C. Lilly president of 
the company and active manager of the 
company’s affairs. 

Mr. Lilly was for many years gen- 
eral manager of the American Hide 
and Leather Company, and later be- 
came its president. He brings to the 
Barnet tanneries a wide and practical 
experience in the manufacture of side 
leathers, patent leathers and calf 
leathers, and the development of large 
sales volume in these materials. 


Eaton Outing 


BrockTon, Mass.—More than 300 
employees of the Charles A. Eaton Shoe 
Co. participated in the annual outing 
held Aug. 18 at Grace cottage, Co- 
chesett. There was a long program 
of sports including a baseball game, 
after which a clambake was enjoyed. 
The committee in charge of the affair 
included Percy Choate, Frank Pierce, 
Franklin Snow, Edward Pelland, Ar- 
thur Thompson and George Rudd. 


New Lynn Firm Starts 


Lynn, Mass.—Clifton Shoe Co., in- 
corporated with a capital of $100,000, 
by Louis Dubrisin, Julius Kane and 
Sam Orris, has taken the factory and 
equipment at 667 Washington Street, 
formerly used by Spector, Ganzberg 
Co.. for the manufacture of novelty 
McKays. 





Shoe Men Should 
Endow This Man 


Plymouth, N. H.—Edmund 
F. Shanahan has walked 62,- 
000 miles during the past 16 
years. He does 13 miles daily. 
That’s his official record. He 
is a postman, in the service of 
Uncle Sam. 

Besides, he golfs. But as 
this is for fun, he does not 
count the miles he walks over 
the greens. He is an enthusi- 
ast for golf. So, like as not, 
he has tramped over 100,000 
miles in the past 16 years. 

He is 54 years old. He has 
the step, as well as the look, 
of a man of 40. 











Ironton Plant Wins 
Selby Athletic Meet 


PORTSMOUTH, OHIO (UTPS)—At 
the annual outing of the employes of 
the Selby Shoe Co. given by the com- 
pany at Selby Park, Aug. 18, the 
Ironton plant was the winner in a ma- 
jority of the athletic events on the pro- 
gram. More than 2,000 attended the 
picnic and rivalry between the two 
plants was very strong, yet always 
good natured. 

The feature of the program was the 
mile and a third relay race, which was 
won by the Ironton team, captained by 
H. C. Keairns. Charles Baker was 
captain of the team from the Ports- 
mouth plant. 

The 440 yard race was won by J. S. 
Kelley, of the Ironton plant, and like- 
wise the 100 yard dash was won by 
D. Burkel, of Ironton plant. 

Owing to the failure of the Ironton 
plant to present a golf team no match 
was played. 

Howard Flowers, of the Portsmouth 
plant, won the tennis tournament. 

In the socker ball game between 
ladies’ teams the Ironton plant again 
won by a score of 7 to 6. 

Dancing and boating were other 
features on the program. 


John W. Hoban Dead 


Boston, Mass—John W. Hoban, of 
Brookline, Mass., nationally known 
shoe traveler, dropped dead at his sum- 
mer home at Otis, in the Berkshires, 
on Monday, Aug. 27. Mr. Hoban was 
about 65 years old. During the 
last few years he had been devoting his 
entire business activities to real estate, 
although he always kept in close con- 
tact with the trade, visiting the shoe 
and leather district of this city practi- 
cally every day. 

“John Hoban was one of the noblest 
men I ever met,” said the secretary of 
the N. S. T. A. “We shall all greatly 
miss him.” Mr. Hoban had covered the 
country-over with various lines, among 
them being that of the H. W. Merriam 
Shoe Co. and the old Wichert & Gard- 
ner firm; his most recent connect 
was that of LeBosquet & Moore. 
was buried on Aug. 29 from hi 
home town of Springfield, Mass. 
Hoban is survived by a widow an‘ 
sons. 
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Took Two Operations 
to Get One Appendix 


Brockton, Mass.—William H. 
Denham, president of Barney, 
Capen & Denham, shoe manu- 
facturers here, is recovering 
satisfactorily after an emer- 
gency operation for appendi- 
citis, the second similar one 
performed in two years. When 
his appendix first bothered him 
he had it removed, but a por- 
tion of it had been left and the 
second one was necessitated 
by infection of the small por- 
tion which had not been re- 
moved. The operation was per- 
formed by Dr. S. W. Goddard 
of the Goddard Hospital. 











Carton Hook-u p 


LYNN, Mass.—To complete the dis- 
tribution of wrapped shoe boxes the 
Hoague-Sprague Corporation of Lynn, 
Mass., have appointed the following 
agents: Excelsior Paper Box Factory, 
St. Louis, Mo.; The Duncan & Ohio 
Co., Cincinnati, Ohio; F. Schoettle, 
Inc., Philadelphia, Pa.; B. Engel Box 
Co., Newark, N. J.; George J. Gillies 
Corp., Rochester, N. Y.; Quality Park 
Box Co., St. Paul, Minn.; Gordon- 
Lavin Paper Box Co., Baltimore, Md.; 
Thomas Paper Box Co., Buffalo, N. 
Y.; Charles L. Jordan & Sons, Syra- 
cuse, N. Y.; Huntington Paper Box 
Co., Huntington, Ind.; and the Herb 
Paper Box Co., Columbus, Ohio. 

Previous difficulties in service and 
price have been corrected by this 
hook-up. 


Reptile Leather Combine 


PHILADELPHIA, Pa.—Formation of 
the Keystone Reptile Tanners, Inc., has 
been made by the Keystone Leather 
Company in the absorption of the fol- 
lowing: Reptile Tanning Company, 
the American Morocco Company and 
the reptile interests of Volmer H. Houl- 
berg, Inc., who previously were jointly 
associated. 

The executive offices of the new 
concern will be at 319 Arch St., Phila- 
delphia, which is the headquarters of 
all Keystone Sterling products. New 
York headquarters will be at the orig- 
inal store, 18 Spruce St. The tannery 
will be at Wilmington, Del. 


“Healdites” Win 


South WerymouTtH, Mass.—Nearly 
500 employees of the Stetson Shoe Co. 
of South Braintree, joined in the an- 
nual outing conducted at Fieldston, 
Marshfield, Aug. 21. Featuring the 
program was a baseball game played 

tween teams called the Snappy Ties 
and the Healdites, with the latter vic- 
torious by a score of 7 to 6. The 
winners were given a silver cup pre- 
sented by Dr. George R. Cronin. Eddie 
Kiernan was in charge of a long list 
of-sports for which prizes were given 
the winners. Thomas Cuthbert was 
general chairman of the affair, which 
was conducted under the auspices of 
the Foremen’s Association in the plant. 





J. E. Young Dies 
Suddenly in Mich. 


President of Pontiac Shoe Co. Ex- 
pires at 52 


Pontiac, ILL.—J. E. Young, presi- 
dent of the Pontiac Shoe Manufactur- 
ing Company, Pontiac, Ill., passed 
away early Sunday morning Aug. 19, 
at Holland, Mich., where he and his 
family had gone on Aug. 15 for a short 
vacation. He apparently was in good 
health up until a few hours before his 
death, which was attributed to angina 
pectoris. 

J. Elma Young was born in Pickaway, 
Monroe County, W. Va., Aug. 22, 1876. 





His parents were John Calvin and | 


Mattie Johnson Young, who were resi- 
dents of the above named county where 


Elma spent the earlier years of his | 


life. 

At nineteen years of age he came 
west and entered the Metropolitan 
Business College in Chicago, and soon 
after completing his work there ac- 
cepted a position with the Pontiac Shoe 
Manufacturing Company in the ship- 
ping department, preparatory to rep- 
resenting the company as salesman. 
His first assignment on the road was 
in Missouri and on the Pacific Coast; 
after which he took the state of 


Nebraska, where he traveled for fif- | 
teen years. However, during the latter | 


period he engaged in business with J. 
W. McDonnell in Fairbury, Neb., con- 
tinuing in this relation for ten years. 

He came to Pontiac, Ill., in 1918 as 
sales manager of the Pontiac Shoe 
Manufacturing Company, and on the 
death of C. E. Legg, president of the 
company, in 1919, he became vice- 
president, and C. F. Reynolds succeeded 
to the office of president. On the death 
of C. F. Reynolds in 1924 Mr. Young 
was elected to the office of president 
of the company, and so continued. He 
was also vice-president of the Pon- 
tiac State Bank, as well as other con- 
nections in the business activities of 
Pontiac. 

He is survived by his wife and two 
sons, also ‘five brothers and one sister. 
His many business associates and 
hosts of friends mourn his untimely 
death. 

Funeral services were held at the 
First M. E. Church, Pontiac, IIl., Tues- 
day, Aug. 21, at 2:30 P. M., in charge 
of Dr. J. H. Ryan, assisted by Rev. T. 
J. M. Crapp, very intimate friends of 
the family. 


In “Progress” Exposition 


CoLuMBus, OHIO (UTPS)—The H. 
C. Godman Co., operating eleven shoe 
manufacturing units in Columbus and 
Lancaster, Ohio, has signified its in- 
tention of entering the Ohio Progress 
Exposition, to be held at Columbus 
Oct. 25 to Nov. 3, sponsored by the 
Ohio Chamber of Commerce to cele- 
brate the 125th anniversary of the ad- 
mission of Ohio into statehood. The 
Godman Co. will have a complete show- 
ing of its product including men’s, 
women’s, children’s, boys’ and growing 
girls’ shoes. 

The display will also consist of the 
methods of shoe manufacturing and 
the materials which are used by the 
company in the production of foot- 
wear. 











WHERE TO BUY 


Women’s Novelties 





$2.98 Seller 
at $2.00 Net, 
30 Days! 


sent on 
Send for 





™ Circular 
IMESE request 


Samuel Cehen 
Shoe Co. 
72 Lincoin St., Boston, Masa 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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CUT STEEL— 
E IMITATION STEEL E 


—Im porters— 
9-11 East 38th, New York 








Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 


389 FIFTH AVE., NEW YORK 
LN 
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MAISON MANN, ine. 


“Decidedly Different” 
Importers and Manufacturers 
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BEADED- RHINESTONE 
3 West 20th St., New York 
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WHERE TO BUY 
Children’s Shoes 


“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade 


Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Besten Office: Statler Bidg., Room 532 
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WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent " 
HY-GRADE SLIPPER SUPPLY Co. 
Broadway New York City 











WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


More dependable than ordinary leather for 
Counters and Innersoles. 
Pulp Products Department 
WestVirginiaPulp& PaperCompany 
Detroit NewYork Chicago 














Waterproof 
Leather That 


Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 Seuth St.. Bestes, Mees 


WHERE TO BUY 


Bowling Shoes 














BOWLING SHOES 
IN-STOCK 
Smoked Elk 


$3.25 


BROOKS 
SHOE MFG. CO. 


1725 No. 6th St., Philadelphia, Pa. 





Firestone Has Fire 


New Yorx, N. Y.—One of the smok- 
jest fires in the history of New York, 
in which 29 firemen and members of 
the rescue squad were overcome, took 
place this week in the subcellar of 
the Firestone Rubber Company's 
branch at 105-107 Duane St. Damage 
suffered by the Firestone company 
amounted to about $10,000, it was 
reported. 


Consolidation for Production 


READING, Pa.—A consolidation under 
the name of Curtis-Stephens-Embry 
Company has been made of the firms 
of Curtis & Jones Company of Read- 
ing, Pa., and Stephens-Embry Com- 
pany of Allentown, Pa. 

The new combination will have a ca- 
pacity of over 10,000 pairs a day. 
Manufacturing is to be concentrated 
in the Reading plants of Curtis & 
Jones, to eliminate duplications in both 
manufacturing and selling. All the 
lines of the two units will be contin- 
ued, and identities throughout will con- 
tinue unchanged. There will be no 
changes whatever in personnel of the 
two sales forces. 

The officers of the Curtis-Stephens- 
Embry Company are: Curtis, 
chairman of the board; F. I. Curtis, 
president; E. L. Stephens, vice-presi- 
dent, manufacturing; T. Embry, 
vice-president, sales; R. F. Cunning- 
ham, secretary, and H. O. Robinson, 
treasurer. 


There is over a century of shoe- 


T. H. Embry 
V. P. and Sales Man- 
ager 


F. W. Curtis 
Chairman of Board 


making tradition back of this consoli- 
dation, Joshua Curtis having been in 
business in East Abington, now Rock- 
land, Mass., from 1815, succeeded by 
his son in 1840 since when the Curtises 
have been identified continuously with 
the boot and shoe industry. 





Many Factory Outings 


HAVERHILL, Mass.—Factory outings 
were regular Saturday events last 
month, with employers and employees 
of local shoe plants uniting in a day’s 
recreation at the beaches and nearby 
lake resorts. Among the outings of the 
week were that of the Bradley-Good- 
rich, Inc., at Canobie Lake, Salem, N. 
H.; the Hirshberg-Stein Shoe Co.; and 
the Melvin Shoe Co., at Maple Grove, 
Methuen, N. H. The outings are 
marked by general good fellowship be- 
tween the employers and employees, 
demonstrating a cordial relationship 
between the two. 


Doyle Folk on Outing 


BrockTon, Mass.—The Doyle Shoe 
Co. conducted its annual outing Satur- 
day at Acushnet Park, New Bedford, 
with nearly 300 participating. Featur- 
ing the outing was a baseball game 
between the married men, captained by 
Patrick Megley, and the single men, 
led by John Snyder. A musical pro- 
gram was presented by Margaret Burke 
and George Dacier, and a quartet in- 





Baltimore Busy 


Baltimore, Md. (UTPS)— 
With the opening of schools, 
both public and private, only a 
few weeks away, manufac- 
turers of children’s shoes re- 
port business as greatly im- 
proved. 

Practically all factories, 
those making adult as well as 
juvenile shoes, are operating 
full time. Many of these fac- 
tories, however, say that they 
have been busy working on fu- 
ture orders for fall delivery for 
some weeks. 

Jobbers have also been busy 
this past week, while retailers 
report an inerease in trade. 




















cluding Allen MacPherson, Leo Law- 
son, Michael Fay and Victor Albonetti 
sang several selections. The affair was 
in charge of a committee of which 
Frank Linehan was chairman, assisted 
by Margaret Burke, Charles Doyle, 
Patrick Megley and John Turner. 


Mrs. Edwin Clapp Dead 


East WEYMOUTH, Mass.—Mrs. Flor- 
ence Howe Clapp, widow of Edwin 
Clapp, founder of the men’s fine shoe 
manufacturing house of Edwin Clapp 
& Son, Inc., died on the morning of 
Aug. 25 at her home in this town after 
a long illness. Mrs. Clapp was a New 
Englander and was born in the nearby 
town of Hingham on Jan. 30, 1846. 
Mrs. Clapp, who was president of the 
corporation, is survived by two daugh- 
ters, Mrs. Edith W. Lincoln, of Marsh- 
field, and Mrs. Horace R. Drinkwater, 
of Braintree, and by several grand- 
children, one of whom is Edwin Clapp 
Lincoln, vice-president of Edwin Clapp 
& Son, Inc. 


An Interesting Visitor 


Boston, Mass.—Henry Lilly, 87- 
year-old shoe auctioneer of New York, 
and still “going ‘strong,” called at the 
RECORDER office the other day on one of 
his weekly trips “to The Hub” and an- 
nounced the fact that after the Lilly 
family outing, to be held on Labor Day 
at Cresson, Pa., that he was off for the 
Sixty-second National Encampment of 
the G. A. R. at Denver, to be held Sept. 
16. Mr. Lilly started as shoe uc- 
tioneer in “The Old Swamp District” 
of New York, on July 15, 1867, and has 
been “at it” ever since. He still con- 
ducts public as well as private sales, 
active president of the Henry Lilly C 
and when he is “vacationing” his s 


‘the secretary and treasurer, “do« 


honors.” Mr. Lilly is a past State cor 


.mander and is a delegate to th: 


tional G. A. R. 1928 “meet.” 
months more this G. A. R. “vet” ' 
88 years of age. 
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Look for the 


—- 
United Shoe Machinery Corporation 
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RETAILERS 


TELL US ...THAT WHAT THEY 
LIKE ABOUT OUR HEELIS ITS 


FINE ADBPEARANCE 
It Helps Them Sell Shoes / 


a. tn Br 


UnaiteD CusHion HEELS 


FIRM QUIET TREAD 


BOSTON, MASSACHUSETTS, U. S. A. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


When advertisers desire answers to come in our care 


twelve words must be allowed for address. 


When ad- 


vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 


advertisers, as amounts are too small to open accounts. 













































SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 





ai 




















No. 4 Texas 


agreeable basis. 
Boston, Mass. 





SALESMEN WANTED 


A leading manufacturer of Men’s and Boys’ popularly priced Goodyear Welts 
wants capable and financially responsible men for the following territories: 
No. 1 Minnesota, North and South Dakota 
No. 2 Iowa and Nebraska 
No. 3 Kentucky and Tennessee 


Popular numbers, both Men’s and Boys’ are carried in stock and our made-to- 
order line embodies certain service features usually furnished with high priced 
shoes exclusively. To qualified men we will pay an attractive commission on an 
Address D-658, care Boot & Shoe Recorder, 80 Federal St., 











and Maryland. 


The following territories are open: 
(1) Rhode Island and Connecticut; (2) Western and Northern New 
York; (3) Pennsylvania; (4) Ohio; (5) Southern New Jersey, Delaware 


Isaac Prouty & Co., Inc., 


. 


Experienced Salesmen wanted to distribute direct to the Retail Trade 
our IN STOCK line of shoes to retail at $4.00, $5.00 and $6.00. 


We will be interested in receiving applications only from those who 
have travelled these territories selling shoes to the Retail Trade. 


Spencer, Mass. 








WANTED 


Shoe Salesmen who are looking 
for a real opportunity in the shoe 
industry. Remuneration based 
strictly on commission in an ex- 
clusive territory. Valuable terri- 
tories open in all States. Hundreds 
of inquiries coming in, assure im- 
mediate sales. Advise in first let- 
ter, age, territory you cover and 
three business references. Send 
post card photo. Advise whether 
you will devote full time or handle 
ill Cartons as side line. 


Cahill Carton C 
me inca aay y 


Missouri 
Texas 
Alabama 


first letter. 
strictly confidential. 


Boston, Mass. 


Salesmen Wanted 


Men who have established trade 
and would like a popular priced 
line of Men’s and Boys’ Oxfords, 
for the following states: 


Arkansas 
Kansas 
Minnesota 


Give references and experience in 
Applications held 


Address D-667, care Boot and 
Shoe Recorder, 80 


Federal St., 


Salesmen 


Wanted 


The establishment of a 
branch In Stock Service 
Department, beginning Oc- 
tober Ist, by The Nunn, Bush 
& Weldon Shoe Company, 


of Milwaukee, Wisconsin, 
in San Francisco, creates 
room for four additional 


salesmen who will operate 
from San Francisco. 
Territories available consist 
of San Francisco and vicin- 
ity—Los Angeles and vicin- 
ity—Northern California— 
Southern California and 
Arizona. 

Address all communications 
to Mr. C. K. Smith, Nunn, 
Bush Shee Company, Inc., 
111 New Montgomery St., 
San Francisco, or apply in 
person after September 15. 


Bush & Weldon 
Shoe Co. 


Nunn, 

















































Boston wholesale house desires wide 
awake men to carry a line of novelty 
shoes, carried in stock all widths, side 
or main line non-conflicting. 

Must live on territory to cover same, 
close by auto. Commission basis. Give 
full reference in first letter. Address 
D » care Boot and Shoe Re- 
ga 80 Federal St., Boston, 

ass. 








New 


its selling field. 





SALESMEN WANTED | 
Men who — established connection 
long standing with known 
to carry our pe, instock, high grade 
children’s welts as a side line Nand the follow- 


adult lines wastes 


of Hudson, 


tory: ork 
Pennsylvania, Ohio, Illinois oy middle west. 
Short line, established proposition, widening 


DURKEE SHOE CO. 
Stoneham, Mass. 








HOE SALESMEN: To carry a short line of 
Women’s popular priced soft sole house 
slippers with heels (about eight numbers). 
Seven per cent commission, weekly settlements. 
Write giving references, experience and terri- 
tory covered. 
West 23rd St., 


Vincent Horwitz Company, 
New York, Y. 








ALESMAN for Connecticut 


Massachusetts. 
travel by auto. 
McKays and Stitchdowns. 
ment. Commission basis. 


ton, Mass. 


Must reside on territory and 
Children’s and Women’s Welts, 
Large stock depart- 
Address D-673, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 





and Western 


Shoe Salesmen for 
Chain Store Trade 


Wanted—experienced salesmen hav- 
ing permanent headquarters in New 
York, Cleveland, Chicago, St. Louis, 
Atlanta or Dallas, by a large eastern 
manufacturer. of women's novelty 
shoes retailing at $4.00 and $5.00 
Must have good sales record and good 
clientele. ant men with an average 
sales record of at least $250,000 a 
year. Strictly commission basis. For 
further particulars address D-666, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 
























ALESMAN to carry side line of cut 


and rhinestone shoe buckles. State 


teel 
rri- 
tory and experience. Address D-665, care [oot 
and “ 239 W. 39th St., New 
or . 
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SALESMEN WANTED 


POSITION WANTED 


FOR RENT 





—_——— 


RARE OPPORTUNITY—We are changing 
representatives in the following states in 
wick we have established trade: Ohio, Arkan- 

Tennessee, Kentucky. Want men to carry 
one line of In-Stock leather house slippers as 
side line. Must live on territory and cover 
same close by auto. Give full particulars in 
frst letter. No drawing account. Weekly set- 
tlements against orders received. Twenty men 
now successfully selling line. Easiest selling 
commodity in shoe game today. Maid-Rite 
Corp. BA 35 York St., Brooklyn, 
New York. 





SALESMEN WANTED 


We have 2n opening in several states for sales- 
men who are looking for a real opportunity to 
carry a very strong line of Women’s Medium 
price—up-to-the-minute novelties. Strictly com- 

ission basis. Apply by letter giving age, 
experience and references in your first letter. 
address D-678, care Boot and Shoe Recorder, 
80 Federal St.. Boston, Mass. 








We have an opening for a Repre- 
sentative with a good following 
to sell our line of ladies’ turns to 
retail at $10.00. Wonderful op- 
portunity for the right man. 
BROOKLYN SHOE CO. 


10 Forrest St., Brooklyn, N. Y. 











IDE LINE salesmen wanted for the follow- 

ing states: North and South Dakota, Ne- 
braska, Kansas, Oklahoma, Alabama, Missis- 
sippi and Tennessee. Our line represents large 
designs of shoe buckles and spats. Applicants 
must submit references with their first letter. 
Address D-672, care Boot and Shoe Recorder, 
189 \W. Madison St., Chicago, IIl. 





ALESMEN WANTED—To carry a popular 

price line of stitchdown shoes. Sandals and 
oxfords to volume buyers, on commission basis, 
for Missouri, Kansas, Iowa, Illinois, Wisconsin, 
Minnesota. State references and full qualifica- 
tions in first letter. Write Box D-661, care 
Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





ANTED—Salesman with established trade 
sell our line of “In-Stock” Juvenile 
in Michigan, Minnesota, Wisconsin, 

Illinois, Indiana and North Dakota. Liberal 
commission. Give full particulars in letter 
mee H. H. Freeland, Inc., Rochester, 





An Executive with Twelve 
Years of Retail Shoe 
Experience 
This man is qualified to assume 
any responsibility in the buying 
and merchandising of shoes, no 
matter how great, and is available 
at once. All details of references, 
salary, etc., can be quickly and 
satisfactorily arranged. Please 

address : 


D-668- care Boot and Shoe Re- 
— 80 Federal St., Boston, 
ass. 


NUSUAL opportunity open for modern ag- 

gressive ladies’ shoe concern to obtain ‘store 
in Bronx Theatre Building on percentage basis. 
Thickly populated neighborhood. Theatre doing 
very big business. No other vacant stores in 
property. Address D-664, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 








WANTED TO PURCHASE 

















BUYER and manager, 20 years’ experience, 

at present employed, wishes change. Fur- 
nish references, character and ability. Know 
the Eastern markets. Address D-675, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 





ISITION WANTED as salesman or mana- 

ger in a Men’s Shoe Department or in a 
strictly men’s shoe store. I was connected with 
Volk Bros. Co., Dallas, Texas, for nine years; 
considered one of the best Salesmen and Shoe 
hitters. They had sold over $44,000 Shoes in 
1919; never sold less than $34,000. The cause 
of my resignation was that I do not want to 
work in a General Shoe Store any more. Can 
give the best of references as to my Honesty 
and ability. John J. Skally, 803 Church St., 
Mobile, Alabama. 


TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


New York Export Purchasing Corp, 
596 Broadway, New York, N. Y. 








It would be worth your while to get in 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 
LINES, as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 

















MERCHANTS’ NEEDS 














FOR SALE 


‘OR SALE—Will sell at bargain one United 

Shoe Machinery Splitting Machine Model 
“A”—One Sticker Machine and one Drying 
Rack. Address: H. N. Cook Belting Company, 
San Francisco, Cal. 








ADRAIN X-RAY 
oe Fitter 
FOR SALE $450.00 


IN GOOD CONDITION 
Price New $850.00 


Address—SECOR-BUERGER, Inc. 
FOND DU LAC, WIS. 











ALESMAN WANTED: To carry men’s in 
stock line, twenty-six shoes, calf $3.50, kips 
$3.40. Terms 4% 15 net 30. Straight com- 
mission 6%. Territory Welaware, Maryland, 
Washington, TD. C., established trade. Give 
full details, including references in first letter. 
Address 1-674, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





SAL! ESMEN WANTED to represent snappiest 
in-stock line of Welts and McKays correc- 
tive arch shoes carried in all widths to retail 
at five and six dollars. Commissions paid every 
two weeks. Reply to D-677, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 








BUSINESS OPPORTUNITY 





OR SALE—Will sell at bargain one Drying 

Rack for Soles and one Two Sides Sole 
Cementing Machine. Address: H. N. Cook 
Belting Company, San Francisco, Cal. 





HOE business for sale, Northern Massachu- 

setts. Cash only. Established 36 years. 
Stock about $8,000. Fine location. Address 
D-676, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 








HELP WANTED 


ANTED: Thoroughly experienced shoe 

buyer for main floor and basement depart- 
ments. Meyer’s Department Store, Greens- 
boro, N. C 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all_ styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
Soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 











FOR LEASE 


T°! |. EASE—Attractive space to lease for 

women’s high grade _ shoes. Leading 
Women’s Department Store in Southern Col- 
lege town of 25.000. Attractive proposition. 
Address Louis Wiesel, Inc., Tuscaloosa, Ala. 





LINE WANTED 


ALESMAN: Shoes, finding, or kindred line. 

Best references and ten years’ experience. 
Married, twenty-eight and desires Eastern ter- 
ritory. Salary and expenses. Address D-670, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 








ALESMAN, experienced, wants line for New 

York and vicinity. Best reference. Ad- 
dress 1-671, care Boot and Shoe Recorder, 239 
W. 39th St., New York, N. Y. 





Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your 











Artistic 
Price and Sale 
Tickets 


Always something new. 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 


the color. 


Emil Rublack 
140-142 West Broadway 
Established 1903 New York 
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SCHOOLS 








MERCHANTS’ NEEDS 





PODIATRY 


the poor. 
equivalent. 


473 Beacon Street 


LEGALIZE YOUR SERVICE-STUDY 


A SCHOOL IN BOSTON, 


PODIATRY—The profession in demand by all cities and towns. 
The necessity for FOOT CARE is Universal. 
“The Scientific Treatment of the feet.” 


Clinical training in The World’s Largest Foot Clinics. 
Clinics for Children of School Age, Industrial Employees and 
Entrance requirements—4 years of high school or 


Write for catalogue. 
MASSACHUSETTS SCHOOL of PODIATRY 


CHIROPODY 
MASSACHUSETTS 












SPECIALIZE in 


Special 


Administration Office 


Boston, Massachusetts 

















MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








New & Used Chairs 


Handsomely 
upholstered, 
Mulberry 
Orig- 
inal cost, 
$11.50. Used 
3 months. 
Price... $6.50. 
Other styles 
on hand. 
Prices range 
upward from 


$1.75. 


Shipments 
anywhere, 
packing extra. 


color. 





Crown Motion Picture 
Supplies 


729 Seventh Avenue, New York 
3rd Floor 











DISPLAY 
FIXTURES 


MAKERS OF THE BEST ONLy 


RANKEL 


| OF EVERY r 
DESCRIPTION 


493 SEVENTH AVE- NEW YORK 


QstasusnED 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES 


¥49°271 LEXINGTON AVE., cneneavee. one 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MrGS 


September 1, 1928 
















$39.50 


For Complete 
Set 


Consisting of 1 table 
18”, 2 tables 12” 
high and 12 shoe 
stands 12-18 and 24, 
assorted. 
Solid 
Walnut. 
Weighted Bases — 
Metal Connections. 


American 





Write for Samples of Window Fabrics 
THE HECHT FIXTURE CO. 











233 South Wells St. CHICAGO 
































Regal Shop Renovated 


WHITMAN, Mass.—The Regal Shoe 
Co. has opened its renovated and 
eich enlarged store here, and John 

elch, the manager, was given a fine 
reception by many of his old customers 
when they came to inspect the new 
quarters, which allow for the seating 
of many more customers, and a much 
larger and more appropriate display 
of the many lines of men’s and 
women’s shoes the store now carries. 





Branham in New Job 


CANTON, OHIO (UTPS)—C. L. Bran- 
ham, formerly of Columbus, has as- 
sumed the managership of the Fashion 
Bootery, 331 Market Avenue N, Can- 
ton, Ohio. The store is one of a chain 
operated by Fashion Footwear, of 
Cleveland, and Branham had been man- 
ager of the Columbus store for two 
years. Previous to that he had been 
with the Queen Shoe Co. for more than 
ten years. 

















THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 


Heywood -Hfakefield | 


Baltimore, Md.; Boston, Mass.; "Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port-, 

» Oregon; San Francisco, Calif, 










AVINDOW 
DISPLAY FIXTURES 


SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 

ARE BUSINESS GETTERS 
SEND FOR CATALOG, 
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The CAHILL CARTON 


“The Carton That Opens in the Front” 






Patented 
9-1-25 
Patents 
Pending 





Beautiful—Convenient—E 
Any size— Any color — Shipped 
anywhere knocked down at 
lowest freight rates. 
Cost Iess though made of 
better materials. Samples 
or salesman on _ request. 


i a i i ii a i ia ia aii aii iia aii 








BUYING SERVICE 








GROUP BUYING. Send for Details 





Complete Service and Catalog. Representatives Wanted 
102 ALBANY BLDG. BOSTON 











Grossman to Open 10th 


Cuicaco, Int. (UTPS)—The Gross- 
man Shoe Company has just leased 
the building at 332 N. Michigan Ave., 
Chicago, and will open its tenth store. 
The building has just been remodeled 
and the company will occupy the en- 
tire two story structure. 





CAHILL BOX MARKER 


(Copyrighted) 
A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 

PRICE, $4.00 


Mailed on Approval 


HARRISBURG, PA. 


To Tell the Public 


Boston, Mass.—Lincoln C. Andrews, 
director-general of the recently formed 
Rubber Institute, announces the ap- 
pointment of the Erickson Co. as ad- 
vertising counsel, Justin R. Wedell of 
their staff in charge. It is stated that 
the Institute is particularly interested 
at the present time in the solution of 
problems of distribution and trade prac- 
tice. It anticipates putting before the 
public matters of general interest to 
all users of rubber products. 


Golf Tournament 


Boston, Mass.—The New England 
Shoe and Leather Golf Association will 
hold its fall tournament at the Wollas- 
ton Golf Club on Thursday, Sept. 20. 
Anybody connected with the _ shoe, 
leather and allied trades is eligible to 
play in this tournament. The prize 
committee has selected a large number 
of very handsome prizes. The course 
will be open for play all day. Tickets 
are $3. <A large attendance is ex- 
pected. 
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Millhoff Leaves Miller 


AKRON, OHIO— 
F. C. Millhoff, for- 
mer general sales 
manager of the 
Miller Rubber Co. 
for 16 years, and 
more recently man- 
ager of the car and 
truck manufactur- 
ers’ sales, recently 
resigned to take a 
long needed rest 
before announcing 
his new plans. W. 
F. Pfeiffer, gen- 
eral manager, 
states that it is with deep regret to 
himself and his associates that Mr. 
Millhoff, who has long been an out- 
standing figure in the trade, leaves the 
Miller organization. 


Thomas L. Lennox Is Dead 


Boston, MAss.—Thomas L. Lennox, 
prominent in the leather trade for 
many years and a member of Lennox, 
Briggs & Co., this city, died recently at 
his home in Lynn, at the age of 72 
years. He is survived by his widow 
and his sister, Miss Margaret Lennox. 





F. C. Milthof 








Boston, Mass.—About 1200 members 
of the Joseph M. Herman Shoe Com- 
pany’s “family” of factory and office 
workers, with their families, attended 
the all-day annual outing of the organ- 
ization at Lake Pearl, Wrentham, 
Mass., on a recent Saturday. Decor- 
ated buses and automobiles left the 
Millis, Mass., factory at 8.30 a. m. Her- 
man’s Military Band, under the lead- 
ership of Louis Cipullo, furnished 
music for the entire day. The program 





consisted of athletic events, with prizes, | patrick, R. J. Burns, 


dinner and dancing. Among the exec- 
utives present were: Vice-President 
Edward M. Petties, Secretary Francis 
J. O’Donnell, and Director Merton R. 
Alden. The general committee con- 
sisted of E. Donovan, honorary 
chairman; C. C. Clancy, chairman: D. 
J. Murphy, secretary, and the follow- 
ing: R. F. King, M. H. Clancy, G. E. 
Dixon, J. F. Collins, R. A. Longmore, 
L. Einstein, C. Leyden, J. B. Fitz- 








P. Carey, F. 
Blake, W. Riley, M. L. Ianzito, M. Col- 
lins, T. Clancy, F. E. Kenney and L. 


Gregory. The publicity committee 
chairman was R. J. Collins. The trans- 
portation committee chairman was M. 
J. Lesage. The sports committee was 
headed by Frank Haley. The honor- 
ary committee were: Frank Willard, 
Michael Small and John F. Collins. 
The dance committee was headed by 
James Sherry, chairman. 
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The Boot and Shoe Recorder 


Serves in 


Sonts More Shoes Sues not only but “right”; sold 

for the right purpose, to right wearer, in the right fitting, deo the 

aes a ofit. This is the great problem of the retail 

hoe merchants chief purpose of THe Boot anp SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and uater, 
their production and distribution 





“more” 
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HERE is a VULCO-UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest eAManufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. St: Louis, Waricut Guuman Co. Cincinnati, Geo. A. SPRINGMEIER 


——_— 
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THe Reatty Important [ninG~ 


‘WHAT’S INIT?” 


CONSULT THIS TABLE OF 
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QUALITY—SERVICE—STOCK 

Says Joe Kohl, Form Basis for Good Business On Page 109 
FROM ONE HOSIERY GIRL TO ANOTHER 

Pauline Gives Jane Some Hints of Exchanges On Page 111 
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New Ideas Culled from Here and There On Page 
THE COLOR TREND 
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About People and Merchandise On Page 125 
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COMPLETENESS! 














To meet the varied demands of the customers of your hosiery 
department —the complete Gordon Unit! 


For a Gordon Department has enough different styles, all 
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distinctive and individual, at a sufficiently 
wide price range to attract your most.ex- 
acting patrons, present and prospective. 

In the Gordon Hosiery Unit is the 
Gordon V-Line, that distinctive heel de- 
sign based on the lovely natural shadows 
of a perfectly formed ankle. #815, chiffon, 
and #725, sheer-service weight, both re- 
tail at $2.50. 

Then there is the Gordon Narrow 
Heel— dainty — different—with rounded 
toe and heel, retailing at $2.00 in both 
chiffon and sheer-service weights. 

And Shadow Clocks and Top 
Clocks, ideal for sports wear, each retailing 
at $3.00. 

Finally, for the woman who wants to 
pay $1.50 for her hosiery, the Gordon Unit 
offers #420, in sheer-service weight, with 
a four-inch lisle top and the popular Gor- 
don Narrow Heel. And #315, in all silk 
chiffon with regulation heel. 


The complete Gordon Unit builds 
prestige and sales for your hosiery 
department. 
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ordon 


V LINE 


(Sordon 


NARROW HEEL 


BROWN DURRELL CO. 


NEW YORK ° 


Hosiery and Shoe Store Accessories 


BOSTON 








Full fashioned 


pure silk to hem 
Light weight with mercerized 


Reveree, 
Metal, Mauve Taupe, 
Parchment, Atmosphere, 


oney Beige, Tawny, a B 
Mirage, Black and White—packed 
pairs of one size and color to a 

sizes 8 to 10%. 
IMMEDIATE DELIVERY 


$] l = a dozen 


Send for a sample % dozen TODAY 
COOPER, WELLS & CO. 
250 Bread St., St. Joseph, Michigan 

Manufacturers of Full Fashioned and 

Seamless Hosiery at St. Joseph, Michi- 

gan, and Decatur, Alabama. 
Manufacturers of Quality Hostery 

for Fifty Years 
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Quality-Service-S tock 


These Three, Says Mr. Kohl, are the Basis for 


OSIERY has come to stay 
Hu is really considered one 
of the main footwear acces- 
sories to be found in shoe stores. 
To be successful with your hosiery 
counter, it is very important to 
keep on top in the hosiery game. 
I believe there are three big 
things in merchandising hosiery. 
The most important of them is hon- 
esty of merchandise, giving the best 
possible quality at the price offered, 
never misrepresenting your hose in 
any manner, being absolutely hon- 
est and truthful when demonstrat- 
ing and selling hose to the public. 
You’ve got to have wonderful 
quality and style. A woman buys 
too many things now-a-days and 
buys too often, so that quality at a 
fair price is the watchword in 
selling hosiery. 

The second essential is personal 
service in seeing to it that the hose 
being purchased matches the shoes 
and Madam’s outfit. 

The third feature is to have a 
complete assortment on hand. By 
purchasing in small quantities and 
more frequently, you get the newest 
things on the market, and-the op- 
portunity to test out colors and 
Styles before stocking them too 
heavily. Make your hosiery de- 
partment very attractive. Good 
hosiery displays attract customers 


Building a Good Hosiery Business 


BY JOE KOHLS, YAKIMA, WASH. 
(From an address before the Pacific Northwest Shoe Convention) 


Hosiery and Shoe Store Accessories 





and help to make additional sales. 
The shoe salesman should never be 
allowed to close a sale completely 
without mentioning the fact that 
hosiery can be obtained in the store 
to match the shoes. 

Good results can also be obtained 
in present day merchandising by 
offering special prizes to the sales- 
people. It keeps them on their toes. 
You can increase your volume on 
any article handled in a shoe store 
by putting on a contest between the 
clerks, especially on hosiery, shoe 
findings, zippers (in and out of 
season) and on shoes that are not 
selling fast enough. 


“Try 9 Not “Buy ”° 
Capitalizing on the theory that 
almost every human being w'll “‘try 
anything once,” V. E. Clementson 
manager of the Philipsborn, Wash- 
ington, D. C., shoe and hosiery de- 
partments trains his salesforce to 
use the word “Try” rather than 
“Buy” or “Sell” when talking up 
stockings. Experience has taught 
him that more sales are made by 
showing the proper harmonizing 
or matching hose with the sales- 
person’s tactful suggestion that 
they know the customer will be 
extremely well pleased if they w'll 

“try this wonderful stocking.” 



















KEEP PACE WITH THE 
K-T-C STYLE SILK HOSIERY PROGRAM 


Plain Colors Le Plain Colors 
White = Orchid 
Gun Metal | [3% le Pastel 
Red Fan Old Blue 
Honey Beige p A Pine Frost 
Corn - ; 


Another new 

idea, without which neo 
Packing woman’s Hosiery Wardrobe Dieeadienn 
4 dozen— can be complete. Every delivery. The 
price $14.00 Hosiery Department in the coun- cemaiean to 
per dozen. try must be on the alert for this 925. 

smart Pure Silk Chiffon Sock with 

a rib top. It means additional sales! 


Here is the dainty complement of the 
Opera Slipper—The Ballroom Slipper—the 
perfect garment for morning Negligee, or 
the effective Pajama Suit now so popular. 
The smart fashionable woman who likes the bare 
leg vogue may now appear with stunning propriety 
in these new and dainty K-T-C Ball Room Sox. 
The sock is full fashioned, made over a very fine gauge 
machine of five strand pure silk with a perfect fitting rib 
top feature. 


Place your orders NOW! 


KRUEGER-TOBIN CO., Inc. 
2 Park Avenue New York 


set ek = “Style Originators and Sports Hose Creators” 


226. © & wat. ore, | 286. U. & Pat. Orn 
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“PAULINE” 


Birmingham, 
Alabama, 
Sept. 1, 1928. 
My DEAREST JANE: 


WAS disap- 
/ pointed that 

you hadn’t 
answered my last 
letter, but one of 
the salesmen who 
calls on me told me 
that he had been 
in to see you a few 


From 
One Hosiery Girl 


to 


Another 


This is the fifth, and last 
of a series of letters writ- 
ten by “Pauline,” Miss 
Spicer, manager of the 
hosiery department at the 
Hirsch Millinery Company, 
Birmingham, Ala., to her 
friend “Jane” who is start- 
ing a hosiery department 
in another city. In this let- 
ter Miss Spicer gives her 
friend some valuable advice 
about exchanges and com- 
plaints—THE EDITOR. 


of our department. 
I don’t know of 
any way in which 
a customer can be 
more easily won 
for us’ than by 
making a satisfac- 
tory exchange. It 
usually makes the 
customer feel that 
we have done her a 
favor and so her 
feeling toward us 
is one of the ut- 





days ago and that 

your new hosiery department is 
doing a big business, so I con- 
cluded that you have been too 
busy to write. I forgive you and 
flatter myself that in some of my 
letters you have picked up an idea 
or two that have contributed to 
your success. 

Well, I promised to write you 
something about handling ex- 
changes and complaints, didn’t I. 
You are doing so nicely, however, 
that I fear any of my observations 
will be of little help. However, 
here goes: 

First of all, don’t dread ex- 
changes. I wish we had more of 
them, especially when the hose to 
be exchanged were a present to a 
person who has not been a customer 
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most friendliness. 
At Easter and Christmas we have 
wonderful opportunities to make 
new customers through our ex- 
changes. I always try to give my 
best smile to the customer who 
comes in for an exchange and also 
give her as good service as if | 
were making a new sale. It is a 
good idea to let your salesgirls 
take turns at making exchanges 
or else make them yourself. If 
the girls take turns at making ex- 
changes they will not get tired and 
cranky and give these possible 
new customers a bad impression 
of the department or the store. 
You will get requests from cus- 
tomers to exchange hosiery of a 
make you do not carry. In a large 
hosiery department I think. .it-is 
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Lb STEP with tomorrow, these three numbers are enjoy- wo 
ing the popularity they deserve. Their price, materials, sie 
craftsmanship and striking modern designing will pile up W 
hosiery profits for many hundreds of dealers—why not se 
you, too? it 
“IT”—Style 21X—Sheer chiffon, all silk, picot 

top, 20 colors, $7.75 doz. a | 


“TWIN STEP”—Style 40—All silk, full-fash- me 
ioned, 15 colors, $15 doz. of 


“FAIRY MESH”—AIll silk, 6 colors, beauti- yo 
fully made, $13.50 dozen. it 


THE EVERWEAR HOSIERY COMPANY, MILWAUKEE, WISCONSIN in 


GEE 
“3 Hosiery 


FIRST WITH THE LATEST 
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wise to make these exchanges 
without any quibbling. In smaller 
departments you have to use your 
own judgment. Ofttimes it is bet- 
ter to tell the customer that you 
do not stock the particular hose 
she has and therefore cannot make 
an «change for her, that we carry 
such and such brands, but that if 
she wishes we will be glad to take 
her name and address, forward 
her hose to the maker and have 
him make an exchange for her. I 
have done this several times and 
have won lasting customers by it. 

Now, as to complaints. If we 
have a lot of them we have only 
ourselves to blame. Sometimes 
we neglect to ask the customer the 
type of dress or shoe that the hose 
are to be worn with. We are 
courting complaints if we sell 
sheer chiffon stockings to be worn 
with heavy oxfords. The custom- 
er herself may know better than 
to do this, but we get the blame 
just the same. 

Again, through vanity, a lot of 
women ask for smaller sized ho- 
siery than they should wear. 
While it may take a lot of tact to 
sell such a woman her proper size, 
it will obviate a later complaint. I 
always tell my customers to wear 
a half size or a size larger in sum- 
mer than in the winter, on account 
of perspiration and swelling. If 
you can convince a woman that 
it is economy to 
wear larger hose 
in summer than 
in winter, you 
will forestall a 
lot of complaints. 

A frequent 
source of com- 
plaints is color. 
Why tell a cus- 
tomer that 
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French nude won’t get pink when 
it is washed, when you know it 
will? It only means a sale today 
that will turn to a positive com- 
plaint in a few days. 

Of course, there are unpleasant 
experiences in handling com- 
plaints. Some persons are out to 
get all they can for nothing. It 
is well to keep this in mind. A 
good memory often will prevent 
your making two or three differ- 
ent adjustments on the same pair 
of hose. You will get some cus- 
tomers who will try it. Be firm, 
but don’t be nasty about it. 

Back talk to a customer is a 
thing to be avoided like the 
plague. It only irritates the cus- 
tomer and leaves the adjustment 
still unsettled. Let the customer 
have her way as far as possible 
and nine times out of ten the cus- 
tomer, when she sees you are wil- 
ling to be more than just, will 
humble herself and be contented 
with whatever adjustment you 
choose to make. 

If the customer has a legitimate 
complaint, such as the back seams 
or fashion marks pulling out, the 
only thing to do is to give her a 
new pair of hose and return the 
defective hose to the factory. We 
keep a box for each brand of hose 
we carry and when we get defec- 
tive hose, these are put into the 
box, together with a carbon memo 

of the complaint. 
We return the 
boxes of defec- 
tive hosiery to 
the factories ev- 
ery two weeks. 
This keeps the 
stock clean and 
clear of damaged 
or defective 
goods. 
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GOTHAM 








GOLD STRIPE — 





Important Announcement 


to the Hosiery World! 


Daily demonstrations are now being given of the new 


GOTHAM KNITBAC 
Hosiery Repair Machine 


at the offices of the Gotham Silk Hosiery Co., Inc. 


Absolutely unique in the textile field, this electrically 
driven, foot conirolled machine, (fully covered by 
patents pending) is simple to operate and many times 
faster than any other process now on the market. It is 
absolutely practical for stores both large and small. 


This startling new machine, a revoluiionary departure 
from any device now available, will not only offer a 
valuable service to your patrons, but will permit you to 
operate a Hosiery Repair department with a profit. 


Demonstrations are being given through arrangement 
with the owners. Applications are being filed in the 
order of their receipt. 


Write or Wire 


Gotham Silk Hosiery Co., Ine. 


MANUFACTURERS 


389 FIFTH AVENUE, NEW YORK CITY 
Owner of Pointed Hee] Patent No. 1,111,658 


Mills at: Philadelphia, Dover, Passaic, Wharton and New York 
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DS can Ges a ¢ that the customer 
will find a two pair purchase 
of the same kind of hosiery more 
economical is not new, but The 
Arnold Stores Company, in Kan- 
sas City, does it in a rather unique 
manner. A sign, 1 in. wide by 22 
in. long, has been fastened under 
the top glass of the hosiery coun- 
ter, reading “Buy Two Pairs of 
Hose at a Time—It is More Eco- 
nomical.” Invariably the cus- 
tomer sees it and usually makes 
some comment, which gives the 
salesperson the opportunity to 
present the argument for a two 
pair purchase. 


* * * 


HOSIERY department has 
shown 100 per cent increase 
in the past year. Then it had 
one girl, now it has two, and a 
third on busy days. Inventory is 
now 40 per cent less than a year 
ago, even with double the busi- 
ness. All these nice facts in the 
foregoing three sentences mean 
that a year ago 
the Hofheimer 
store, Roanoke, 
Va., carried four 
lines of good 
hosiery, but by 
concentration on 
one line, the 
sales have taken 
a steady climb. 
At least that is 
what G. W. Bell 
said. He ought 
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to know, as he is the store man- 
ager. 


F you went to the Folies Ber- 

gere on you recent trip to Paris 
you can appreciate the exactness 
with which one of its most effec- 
tive scenes was reproduced re- 
cently in Plotkin’s window on 364 
Boylston Street. 

Out of the rich blackness of a 
velvet curtain seven pairs of 
shapely limbs invited one to ad- 
mire the sheerness and fine weave 
of their gossamer-like stockings 
and the smartness of Red Cross 
Shoes. These too-real legs attract- 
ed one’s attention as they did in the 
original Folies Bergere scene by 
raising first one then the other in 
graceful alternation—only in Plot- 
kin’s window, electricity controlled 
their action instead of the wills of 
their feminine owners. 

According to B. Freidenberg, 
who is manager of Plotkin’s Red 
Cross Shoe department, and Eu- 

gene de Nault, 
who is display 
manager and re- 
sponsible for this 
very clever win- 
dow, the sales of 
both shoes and 
hosiery resulting 
from this window 
were very grati- 
fying. Action dis- 
plays always at- 
tract attention. 
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F COURSE you are planning for 

better business. Then make 
it part of your plan to investigate 
Romilla. Investigate the Romilla 
regular line, improved, expanded. 
Investigate the Romilla De Luxe 
Line—new, and creating an entirely 
new business. And investigate the 
Romilld Dealer Franchise — the 
straight line to better business. 
You should know about Romilla. 


Now is the time to find out. 


“FEATURES AT POPULAR PRICES” 
Full- Fashioned Hosiery Exclusively 


MILLER HOSIERY COMPARY 


330 FIFTH AVENUE 
NEW YORK 


COMPLETE STOCK ALSO CARRIED AT 
Chicago— North American Bldg., State & Monroe Stre¢ts 
San Francisco—51 Fremont Street 
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Fascinating Shades 


including Deauville, Panglou, 
Boulevard, Sandy Beige, Marron 
Glace, Grebe, Mother Goose, Cashew 
Nut, Ebony, Bronze, and Peter Pan; 
pure thread silk; 42 or 45 gauge; 
identified by the rose stripe at welt, 
and rose looping at heel and toe. 


= 


No. 20—all over silk chiffon, with fer 
cerized foot — $12.00 


No. 30 — medium weight silk to welt, 
mercerized foot and welt $11.50 


No. 40—heavy weight silk to welt, mer- 
cerized foot and welt . $14.00 


No. 50—medium —: all silk with a 
silk plaited foot $14.50 


No. 60—Romilla Silhouette Heel, oe 
chiffon, silk foot $1 


No. 80—Romilla Silhouette Heel, med 
weight silk to welt; mercerized foot and 
welt 2. * . $13. 

No. 90—Romilla pointed Heel, med 
weight Silk to welt; mercerited foot and 
welt - $12.5 


No. 100—Romilla Pointed Heel, all 4 
chiffon, silk plaiged foot . $14 

No. 510—all silk chiffon, silk plaited ak 
without the rose stripe . - $12.58 


No. 44—O. S. Romilla Outsize; medium 
weight, silk to welt: mercerized foot and 
welt ‘ 


_> 


New Romilla De Luxe Line 


Each pair wrapped se- 
parately in a crisp, trans- 


parent cellophane wrap 


No. 101—De Luxe all-silk: chiffon, four 
thread, fine gauge, silk plaited foot. $13.50 


No. 102—De Luxe all-silk chiffon picgt 
edge, with picot welt, four thread, fine gauge, 
silk plaited foot ‘ . $ 

No. 103—De Luxe Duplex Silhouette 


Heel; all silk chiffon, four thread, with silk 
plaited foot and pure silk hee! $18.00 








To Prophets of Profits— 


Look into the future of your hosiery department, and 
you will appreciate the possibilities of Mojud Phantasy 
Mesh Hosiery! If you are not handling Mojud, you 
probably do not realize how far quality can go to build 
and hold trade. And if you ARE featuring these fine 
stockings, you need not have read this—you KNOW 
what we are talking about! 


Mojud 


Phantasy 


MESH HOSE 


+4 OHS: 


$30.00 


per dozen 








Offered in all these wanted shades: Send for samples, specially packed one 
White, Evening, Sable, Kasha, a pair to a box! Mojud Phantasy 
Fallow, Bambon, Nutone, Pie \& Mesh Hose is ready for imme- 
Grain, French Beige, Nut, PY : a diate delivery; new facilities 
Crevette, Chestnut, Sil- P 4 <— have enabled us to keep 
ver, Ali Baba, Manon, SY : > up with the de- 
Gunmetal, Blue SS N Re e tee mand. Cash in 


it TO. 


212 FIFTH AVENUE, NEW YORK NY. 


MILLS: GREENSBORO, NC. PHILADELPHIA, PA. LONG ISLAND CITY, NY 
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The COLOR Trend 


J JEREWITH are listed the Cooper, Wells & Co. 
TF icceet best selling colors re- " i 
ported by various organizations: Sheer Service 

. Mirage 1. Atmosphere 


. Skin 2. Mirage 
Gotham Silk Hosiery Co. 3. Atmosphere 3. Skin 


weal aes Realart Silk Hosiery Mills 
. Grain 1. Grain 


. Seasan 2. Seasan Sheer Service 
. Misty Morn 3. Black . Boulevard 1. Blondine 
. Tansan 4. Pecan . Tca Time 2. Beach Tan 
5. Mirage 5. White . Beach Tan 3. Grain 
. Grain 4. Boulevard 
5 


Holeproof Hosiery Co. . Sandy Beige . Beechnut 
Sheer Service Allen-A Co. 
. Grain . Grain Sheer Service 
. Petale . Petale t 
‘ 1. Naturelle 
. Gun Metal . White onan 9 a 
: . Light Gun 2. White 
. Fleur de Lis 4. Amourette 
Whi G Metal Metal 
iene : ae ae . Naturelle 3. Shell 
No. 2 
Artcraft Silk Hosiery Mills 
Mock & Judson Sheer Service 
1. Sunburn ’28 
. Atmosphere . Atmosphere | 2. Petal 2. Petal 
. Melba . Melba . Fleurette 3. Fleurette 
4 
o 


Sheer Service Sunburn ’28 


. Fallow . Fallow . Mimosa . La Mode 
. Grain . Grain . Biarritz 5. Evening 
. Flesh . Flesh Beige 


From One Hosiery Girl to Another 
[CONTINUED FROM PAGE 113] 


You can’t avoid complaints, of soon. Until then I wish you all 
course, but extreme carefulness in the luck and success that anyone 
making sales will keep them to a can have. 
minimum. 

I’m planning to make a trip to 
see you and your new department Pauline. 


Heaps of love, 
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ln STEP wth the 


Style, 
Color, 
Ete. 


Peco beiges and the somber 
browns on the order of field 
mouse seem to be fairly well es- 
tablished as the ruling Fall hosiery 
shades, judging by advance orders 
booked by leading mills. Blue is 
further up in the running than it 
has been for several years and the 
demand for both light and dark 
gun-metal is growing steadily. Re- 
ports from France have it that over 
there women have returned to the 
French nude and rosy tones in ho- 
siery. So far there has been little 
demand for the real rosy tints on 
this side of the water. Through 


Corticelli presents 
a new full-fash- 
ioned chiffon with 
picot top to retail 
for $2.95. It is a 
fine gage four 
thread stocking, 
pure dye ingrain, 
with a narrow all 
silk welt, an in- 


i 


PACE 


of the 


eM ARKET 


September the sunburned shade 


are confidently expected to hol 


first place, due to the popularity o 
sunburned complexions. 


E may soon have the sexles 
sock. Short sport sox went 
over big this Summer and are being 
touted (in wool) as big sellers for 
the coming Winter. Last Winte~, 


in the East, the vogue started of 


wearing these sport sox in bad 
weather as a protection. Many in 
the trade expect the vogue to grow 
stronger this year. Time will tell. 
In the meantime, here and there, a 


visible stop ruil 
stripe, and a nex 
low narrow heel. /t 
is available in al 
shades, including 
such high colors as 
blue, pistache, o!d 
rose and pollen fo 
evening wear 


Se 
‘ —— 
me 


é 


% 
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The McCallum 
Hosiery Company 
is the 41st concern 
to obtain a license 
to make pointed 
heels. Three 
pointed heel num- 
bers by McCallum 
will be ready for 
delivery October 1, 
one a skein dye pure 
silk chiffon with 
picot top, another 
a chiffon dip-dyed 


few men have taken up the woolen 
oversox for sports wear, so it soon 
may be difficult to place a gender 
on this fad. A bit of worriment 
arises in some quarters due to the 
fact that some women are wearing 
the sports sox without stockings, 
thus adding to the stockingless 
vogue. Retailers can combat this 
to some extent by insisting that 
these short sport sox be called 
“over-hose” or “over-sox,” empha- 
sizing the idea that they should 
properly be worn over other stock- 
ings. A new twist on the sport sock 
situation is the introduction of a 
little colored band, the width of the 
fancy cuff on the sport sock, to be 
worn as an anklet, giving the effect 
of a sport sock without the attend- 
ant bulkiness on the foot. 


EELS, apparently, are still 

the center of interest in wo- 
men’s hosicry. A total of 42 man- 
ufacturers have been granted li- 
censes to make pointed heels under 
the Landenberger patent, and more 
applications are pending. Pointed 
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number with lisle 
reinforcements, 
and a third a me- 
dium weight silk 
number. McCal- 
lum’s pointed heel 
will be a bit dif- 
ferent from the 
standard, employ- 
ingalong and 
sweeping curve, de- 
signed to add more 
grace and slender- 
ness to the ankle 


heel hosiery made under these li- 
censes is beginning to come into 
the market in large quantities. 
Already one leading New York 
store has cut the price in what 
looks like the opening gun in a 
price war at retail, which may later 
invade the wholesale field, although 
there is said to be an agreement in 
connection with the granting of li- 
censes which binds the licensee not 
to cut prices on comparable quality. 


N the meantime, pointed heel ho- 

siery is growing in demand 
throughout the country, with the 
exception of a few of the larger 
cities. It is stronger in the South 
and the West than in the East. 


NOTHER phase of the heel 

question is found in the new 
narrow or “French” heels. Several 
manufacturers have switched over 
their broad heel lines to the new 
narrow heels, entirely, cutting the 
heel reinforcement as much as 
three-quarters of an inch. 
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Now They Sell Hosiery; 
Formerly They Carried It 


ALK about the possibilities 

selling stockings!! Listen 

‘to this from Northampton, 
Mass. Right in a town where a 
couple of good sized active hosiery 
mills are located, too. A bit of 
preamble, then the story. No mat- 
ter how strict the mill’s rules 
may be relative to the selling of 
only the actual needs of bona-fide 
employees, nearly everybody has a 
sister, father, cousin or a close 
friend working in the mills, for in 
a small town of 22,000 nearly every 
one knows everyone else. Against 
that negative factor is the number 


of girls colleges and prep schools 


tucked in around the hills and 
valleys of this charming New En- 
gland city. 

Up the broad main street of this, 
the home town of President 
Coolidge, is an old established, good 
grade, family shoe store of E. 
Alberts. Until a bit over a year 
ago the hosiery department was of 
the “red headed step-child” vari- 
ety. Stockings were carried but 
in a more or less indifferent man- 
ner and didn’t pay any too well. 
Mr. Alberts, then in his late fifties 
was seriously considering retiring 
from the shoe business in favor of 
his son, who was showing consider- 
able aptitude for the trade. 

Along about this stage of a story 
the interviewer is supposed to ask 
the ponderous conventional ques- 
tion of the interviewee, “Mr. 
Whoseit, to what do you attribute 
your success?” Invariably comes 
the “Hard work, close application” 


and so a lot of bunk is written in 
the copy. Confidentially, in this 
case I think the question asked wis 
something like this, “What woke 
you up?” Here are the joint re- 
plies of father and son; for both 
were busy with customers, this 
bright June morning. 

First they made this summary: 
Better displays were credited for 
90 per cent of the gain. Better 
selections credited for 90 per cent 
of the gain. Hose Club Plan 
credited for 50 per cent of the gain. 
Larger volume through the whole- 
sale department which gives a 
fresher stock 50 per cent of the 
gain. 

When Milton Albert’s attention 
was called to the adding of these 
figures and he was prodded that a 
University of Michigan man should 
know that they added up to more 
than 100 per cent, his snappy come- 
back was illuminating; the increase 
has not been 100 per cent in the 
past year, but close to 500 per cent, 
so the missing 220 per cent will be 
duly accredited to knowledge and 
enthusiasm. 

For four years they just carried 
hosiery. In the past year they sold 
it. 

After realizing the fact that cus- 
tomers did not walk in behind 
counters for the purpose of peering 
in closed hosiery boxes to see what 
colors and textures are carried, a 
fine modern hosiery show case was 
installed. Soon, the sales began to 
perk up, a decided increase was 
noted. Tracking the reason for the 
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increase to its 
source resulted 
in three more 
new show cases 
being lined up 
beside each 
other. This 
necessarily cut q 


; This certifies that 
___ 


Address 





"to a member in good standicig of — 
E. ALBERTS’ HOSIERY CLUB 
The eleventh pair free 


put could be had, 
hence the start- 
ing of the grow- 
ing wholesale 
business. 

A consider- 
able business 
a was quickly de- 








into the shoe 
selling space 
considerable, but as Mr. Alberts, Sr. 
puts it, “An always busy hosiery 
department is better than a lot of 
shoe chairs which are only wholly 
filled during the rush hours. While 
the hosiery space has increased, the 
shoe selling space has decreased. 
In spite of this, shoe sales have 
kept right up to the budgeted mark 
set for them, while hosiery sales 
are—well, Satisfactory—only mild- 
ly expresses the sensation. 

This club idea is worked by the 
card plan of giving a small card to 
a customer, punching the ticket as 
sales are made. When ten pairs 
have been purchased, the eleventh 
pair is given free. 

As the added display cases put 
life in the hosiery section, (and 
for that matter they brought many 
new customers into the store who 
made good shoe purchases), more 
stock was carried. Naturally bet- 
ter selections were made, for it was 
discovered that as the fame of the 
department spread and the trade 
increased, it was necessary to give 
more time and study to the wants 
of the community. This intelligent 
survey has its reaction in better 
merchandise and better merchan- 
dising. 

Close contact with the local 
hosiery mills resulted in picking 
up a few good buys. In developing 
this contact, it was soon apparent 
that better prices and selections 
could be obtained if a greater out- 
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veloped through 
using the mails. 
Good matter was sent to the 
women’s voting list and to the col- 
lege girls. Most of this material 
was multigraphed right in the 
store. 

So, in this year of Grace, we find 
that the father E. Alberts has prac- 
tically turned over the shoe part of 
the business to his son, Milton J.. 
while Dad with a flower in his but- 
tonholé, and a smile on his lips, is 
having a wonderful time selling 
stockings both in his store and on 
the outside. 


A Stake in the Race 


OSIERY selling contests in 
shoe stores’ are not new, but 
here is an idea from T. B. Meath of 
the Walk-Over store in Detroit that 
hits the idea from a new angle. 
Each salesperson is required to put 
50 cents a week into the prize fund. 
The store puts in a like amount for 
each salesperson. The high sales- 
person gets 50 per cent of the total 
prize sum, second highest, 30 per 
cent and third highest 20 per cent. 
Inasmuch as each salesperson has 
a small stake in the “pot” interest 
in the contest is heightened. 


IXTY salesmen of Julius Kay- 

ser & Co., gathered in New 
York this week for their semi- 
annual sales conference. 











—and Now Gold Maid Presents 
LECLARESTEEPLEHEELS 











Illustrates the : # _/ Illustrates the 
Gold Maid Steeple / / e ‘ Gold Maid LeClare 
| Heel. : 4 : mo , Steeple Heel. 
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Distinctively Original in Design... 
Superbly Beautiful in Quality... 


Gold Maid Steeple Heel Gold Maid Le Clare Steeple 
Hosiery (self colored) Heels (self colored) 
to retail at $1.95 to retail at $2.50 
This distinctive Gold Maid Hosiery The new Le Clare Steeple Heel 


creation has been one of the most will unquestionably be equally as 
outstanding styles of the year. Its popular as the famous Steeple 
beautiful, slenderizing heel and Heel. This unique fancy heel is 
fine quality chiffon has made it distinctive and decidedly individu- 
the choice of particular women al. The exquisite sheer, clear 
who want their hosiery “‘to. be just chiffon is exceptionally fine in 
right.” quality. 


No. B50 Color chart No. B60 
$15 and sample line $18 


Per Dozen sent on request - Per Dozen 


GOLD MAID. HOSIERY 


SOLE DISTRIBUTORS—319 W. JACKSON BLVD., CHICAGO 
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News o° te MLARKET 


4 ITHIN about a month and 
a half a machine for repair- 
ing hosiery, invented by S. B. and 
William Leavin, will be marketed 
by a subsidiary of the Gotham Silk 
Hosiery Co., which, it is understood, 
has been financing the _ experi- 
mental work of the Leavin broth- 
ers, which has now progressed to 
the point where manufacture of 
the machine is being undertaken. 
The new device is about the size of 
an ordinary electric sewing machine 
and operates somewhat along the 
lines of a knitting machine, em- 
ploying a hooked needle. It is elec- 
trically operated and capable of 
knitting stitches at the rate of 3000 
a minute. It is claimed that the 
machine is far simpler to operate 
than any run knitting device now 
on the market and in addition per- 
forms the task better. In a demon- 
stration faulty hose, re-knit on the 
machine, appeared to be absolutely 
flawless. 
jeer the more important 
hosiery producers to obtain 
licenses to manufacture pointed 
jheels under patent 1,111,658, is the 
McCallum Hosiery Co., which, by 
October 1, will be ready to deliver 
pointed heels on three numbers—a 
sheer, all silk, skein dyed chiffon 
stocking with picot top, a sheer dip- 
dyed chiffon number with heel re- 
inforcement of silk and with lisle 
heel and sole reinforcement, and a 
medium weight silk with lisle re- 
'inforcements. The McCallum 
\Pointed heel differs somewhat from 


Hosiery and Shoe Store Accessories 


the standard pointed heel, flowing 
into a rather long, graceful curve. 


DVANCES in the prices of 

German hosiery on which 
hand embroidery is used were fore- 
cast by Charles Campbell of the 
Krueger-Tobin Co., who has just 
returned from Germany, France 
and England. The price advance 
is due, he said, to an advance in 
wages won by the hand embroidery 
union in Germany, and amounts to 
about 25 per cent. 


HREE divisional sales manag- 

ers have been appointed by the 
Holeproof Hosiery Co.: J. S. Delue, 
East, with headquarters in New 
York; C. R. Slensby, Central, Mil- 
waukee, and D. K. Chalmers, West, 
San Francisco. 


ARRY H. Frankel, who re- 

cently sold his interest in the 
Vanitas Co., Inc., which he organ- 
ized, is now associated with the Mil- 
ler Hosiery Co., Inc., of 330 Fifth 
Avenue, New York. Mr. Frankel 
will handle the Romilla line in Ohio, 
Kentucky and Tennessee, with of- 
fices and showrooms at 308 Odd 
Fellows Building, Cincinnati. 


HE new plate glass hosiery 

examiner and display form 
which is being manufactured by the 
R. & P. Hosiery Examiner & Dis- 
play Co. is creating quite a sensa- 
tion among shoe dealers who have 
hosiery departments. The display 





form stands 37 inches tall and is 
made of plate glass and stands on 
either a marble or bronze base. The 
reason for its popularity is un- 
doubtedly the double use, either as 
a holder for hosiery for close ex- 
amination for quality or defects, 
or as a novel display fixture, ac- 
cording to Mr. Rosenthal of that 
company, who is well pleased with 
its acceptance by the trade. 


LANS for an educational cam- 

paign to acquaint the trade 
with the ideals and aims of the Ho- 
siery Distributors Institute and for 
establishing a hall-mark on first- 
grade hosiery, are progressing. 
Final adoption of the hall-mark and 
the plan of operation under which 
it may be used by hosiery manufac- 
turers probably will take place at 
a meeting of the board of directors 
scheduled for early this month. 


New! 
Plate Glass 


Hosiery 





Examiner 


and 


Display 


Form 
37 inches tall 





Exclusive fixture, patent pending, swivel 
mounted on , Green, Blue or Black 
and Gold marble with bronze ’ 
Shipped anywhere, guaranteed against 
breakage. - 
$16.50 F.0.B. New York—Plain Base. 
Thinner glass $12.50 

| 


R & P Hosiery Examiner 
and Display Co. | 
79 Norfolk St., New York | 
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Feature 
PRICE 
ina 
dignified 


presentation 


Your entire store front—your windows, and all 
their equipment—represent an investment in the 
attractive presentation of merchandise. Your 
hosiery presentation, whether in window or store 
interior, is incomplete without the price. The 
hosiery should be shown to best possible advantage 
and the price should be given prominence with 
dignity. 

This Polychromed stand with hand wrought orna- 
mentations fully answers this dual need. The card 
and frame are instantly removable to facilitate 
dressing the hosiery. Adjustable in height from 
12” to 21”. 


CRYSTAL FIXTURE COMPANY 


Manufacturers 
33 W. Jackson Blvd. Chicago 


A showroom conveniently located in the loop. 
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Opening Fall Specials by the G. & A. 
Wise Hosiery Corporation in Women’s 


Pure Silk, Full Fashioned Hosiery 


Prices quoted below are the lowest in recent years on 
quality hosiery and should command your immediate atten- 
tion. 


No. 333 Full Fashioned Pure Silk, 7-thread 4” lisle her 
and lisle foot. $9.50 per dozen 


No. 222 Full Fashioned Pure Silk from top-to-toe, 4- 
thread 45 gauge Chiffon. $12.50 per dozen 


No. 556 Full Fashioned Pure Silk to hem, 7-thread lisle 
foot. POINTED HEEL. $12.25 per dozen 


No. 519 Full Fashioned Pure Silk Chiffon from top-to- 


toe, 4-thread 45 gauge. POINTED HEEL. 
$14.50 per dozen 


The above numbers are in stock for immediate delivery 
in all the new Fall Shades as well as the staple shades of 
the past season and all orders received will be shipped 
the same day received. Packed 4 of a dozen to the 
box, sizes are from 84% to 1014. 


Reveree, Sandy Beige, Misty Morn, Honey Beige, Bronze 
Clair, Rose Nude, French Nude, Grain, Nude, Beach Tan, 
Mirage, Pastel, Boulevard, Cuban Sand, Tea Time, Lt. Gun- 
metal, Wrought Iron, Seasan, Tawny, Merida, Tansan, Pawny, 
Black, Pearl Blush. 


Kindly send us your orders without hesitancy, for 
we guarantee quality and price. 


Terms—1 /10—Net 30 


G. & A. WISE HOSIERY CORP. 


245 FIFTH AVE. NEW YORK CITY 


1925 
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